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Sparks 


Dean Hufstader 
Head of War College 
Still a Salesmanager 
Hannagan-Copps-Ford 












By 
Chris Sinsabaugh 





HEY’VE got a new name for 

him now, and its a glove-fitting 
monicker—Dean Bill Hufstader— 
for on my jour- 
ney to Flint in 
quest of the low- 
down on the 
Buick dealer or- 
ganization, I 
found Salesman- 
ager Hufstader 
has added the 
direction of the 
Buick War Col- 
lege to his mani- 
fold duties as a 
salesman. 

How come the 
dean monicker? Well, it’s this way, 
Bill explained as he hung _ his 
collegiate mortar board bonnet on 
a convenient peg and stepped into 
his other character, salesmanager 
of Buick: Long schooled in the 
necessary and practical job of fac- 
tory training service mechanics for 
the Buick dealer organization, the 
factory sales department naturally 
was called upon when Uncle Sam’s 
Air Forces asked for an effective 
program of training aircraft engine 
mechanics to keep ’em flying on 
the war fronts of the world. In 
fact, Buick being one of the larg- 
est producers of aircraft horse- 
power in the world, it was only 
natural, Uncle Sam figured, that 
Buick would be well equipped to 
train men to service the engines 
this manufacturer now is turning 
out in mass production. 


W. F. Hufstader 


THAT’S WHY, on my visit to the 
front office at Flint, I found Bill 
with a professorial look, a class- 
room chart and book of curricula, 
and a list of grades of his soldier 
pupils as a result of the second 
series of written examinations. 
They were all passing with high 
marks, Dean Hufstader reported, 
the average for the classes thus far 
being 85. 

Handed the job of organizing 
the Buick training program, the 
new dean drew on the cream of 
his field sales and service organiza- 
tion to set up a mechanics’ training 


course that would turn out finished 
(See SPARKS, Page 15, Column 1) 








Facts Push Gloom 
Out of Service Picture 


Despite official confusion on rubber, evidence continues 
to pile up that American ingenuity will find a way to 
keep in operation at least 20,000,000 of the nation’s 


automobiles. 


This likelihood, coupled with the need for 


maintaining 5,000,000 trucks, will mean ample service 


volume for dealers. 


Solution to the civilian-tire problem appears very 
hopeful in view of these factors: (1) President Roose- 
velt’s scrap-rubber drive which, if successful, would mean 
sufficient retreads for present tires and would make 


nationwide gasoline rationing unnecessary; 


(2) Tire, 


automobile, oil and chemical companies, which have pooled 
their resources, are hopeful of finding an “interim” 
civilian tire to fill the bill until synthetic rubber is 


available; already one or two of these substitutes is 
nearing the announcement stage; (3) Dow Chemical’s 
Thiokol synthetic rubber, whose output can be speeded 
up quickly with use of little strategic material and labor, 
is looked on favorably by rubber experts as a solution 
to the retread-material problem. 

Even if some form of nationwide gasoline rationing 
should be instituted, dealers apparently would have little 
to fear as regards service work, as evidenced by a 
survey of New England dealers since rationing went into 


effect in those states. 


The survey shows that, after 


about 10 days of public hysteria, service volume snapped 
back quickly to near pre-rationing peaks, and well ahead 


of last year. 


The bright prospects of an “interim” tire and quick 
development of synthetic retread material, combined with 
the scrap rubber campaign which every dealer should 
support to the fullest, give every reason to believe that 
dealers will be able to obtain sufficient service volume 


during the war. 


Provided, of course, they keep after it. 





Sloan Pledges Full Aid 
To GM Dealers 


NEW YORK. — Automobile deal- 
ers are equipped to make an im- 
portant contribution to essential 
wartime trans- 
portation and, be- 
cause they are 
threatened by 
circumstances re- 
sulting from the 
war effort, it is 
the policy of 
General Motors to 
extend all pos- 
sible cooperation 
to enable its 
dealers to carry 
through the war 
period, Alfred P. 





A. P. Sloan 
chairman of General 


Sloan jr., 


Chevrolet Dealers’ Service 
Volume Tops *41 by 43% 


By Chris Sinsabaugh 

Editor, Automotive News 
DETROIT.—Came the war and 
Pearl Harbor found Bill Holler 
with his campaign formulated and 
operative; his house was in order. 
Warned by the governmental 
curtailment of automobile produc- 
tion early in 1941, the general sales 
manager of Chevrolet read the 
handwriting on the wall and went 
into action. By April last year 
his campaign had been formulated 
and was functioning. Specializa- 


tion for Efficiency was his credo, 
and in May, 1941, Chevrolet's Cen- 
tral Office was on a war basis. 
His blueprint had for its objective 
holding together his dealer body 
and, as of today, one year later, 
he has been most successful. 

I found this out when I peeked 
over his shoulder the other day. 
His chart showed that dealer serv- 
ice sales had increased 43.5 percent 
for an average month in 1942 over 

(Continued on Page 10, Column 1) 


Motors, announced last week in a 
message to stockholders. 

The message, entitled “The War 
and the General Motors Dealer,” 
accompanies the corporation’s divi- 
dend, payable today. 

Sloan emphasized that while the 

(Continued on Page 9, Column 4) 


Service Volume 


Rebounds After 
Initial Hysteria 


By Jack Weed 
Service Editor 

DETROIT. — Preliminary checks 
show that dealers lose very little 
service business under’ gasoline 
rationing and that the customer 
labor volume, even under the 
stringent rationing of the east 
coast, is above the volume of 
last year. 

While the figures obtained in 
the survey to date are not con- 
sidered absolute evidence that na- 
tional gasoline rationing would not 
affect the service business of the 
dealer, the figures obtained do 
show that, after the first hysteria 
of rationing wears off, service 
immediately starts to come back 
to a near-normal volume. 

Twelve New England dealers 
surveyed before and after gasoline 
rationing show that their loss in 
dollar volume of customer labor 
sales was approximately $178 per | 
(See SERVICE, Page 12, Column 4) 





FDR Urges 


g Hinges on Scrap Drive 


Support 


In Rubber Campaign 


Experts See Hope for ‘Interim’ Tire for Civilians 
As Firms Pool Resources; Thiokol, ‘Bath-Mat’ 


Substitutes Hailed; East’ 


s Fuel Unit 4 Gallons 


By Pete Wemhoff 


Managing Editor, 


Automotive News 


DETROIT.—Delaying indefinitely plans for nationwide 


gasoline rationing, President 


Roosevelt Friday ordered an 


intensive scrap rubber collection campaign, to run from 
June 15 to July 30. On results of the drive, in which 
gasoline stations are to serve as collection agencies and 
pay one cent per pound, will hinge Roosevelt’s decision 


if fuel consumption must be 
a radio talk Friday evening, 
the President urged the full 
cooperation of every citizen 
in the campaign; cautioned all 
motorists to drive slower and, 
reduce mileage. 

Roosevelt’s attempt to find out 
the exact status of scrap rubber | 
in the country was one of several | 
important developments in the} 
civilian-tire situation during the} 
week. Others were: 

On the basis of a pool of all 

research and brainpower’ by 
tire, automobile, oil and chemical 
companies, working under the War 
Engineering Board’s tire commit- 
tee, it appeared “hopeful” that 
some type of non-strategic retread- 
ing material would eventually be 
available to keep 20,000,000 cars 
rolling until the government’s Buna 
S synthetic program is able to 
supply civilians. One such ersatz 
—a bath-mat type of cotton “over- 
shoe” which would fit over present 
casings and wear from 2,500 to 
10,000 miles—is nearly ready for 
announcement. 

Rubber experts were particu- 

larly impressed by the Dow 
Chemical Co. announcement of 
progress made in rapidly expand- 
ing the production of its Thiokol 
synthetic. While Thiokol has been 
used for years in gasoline pump 
hose, etc., the prospect that its 
production could be stepped up 
quickly, while using little strategic 
material and labor, was viewed as 
speeding the day when synthetic 
rubber would be _ available’ to 
civilians. 

OPA announced that the East 

Coast’s basic gasoline rationing 
unit would be four gallons, instead 
of three as at present, when the 
permanent system goes into effect 
on July 15. The larger unit is 
possible, OPA said, because of 
savings resulting from tighter ra- 
tioning control. 

In announcing his decision to 


postpone indefinitely the plan for 
(Continued on Page 8, Column 1) 


Tex.-Ill. Oil Pipeline 


Ready by Dec. 1 

WASHINGTON. — War Pro- 
duction Board last week ordered 
immediate construction of a 


550-mile pipeline from Longview, 
Tex., to Salem, IIL, from where 
oil would be hauled by tank 


cars, barges, etc., to the Eastern 
shortage area. 

The pipeline, to be completed 
by Dec. 1, will deliver 350,000 
barrels of oil daily at Salem. 
Chairman Donald Nelson said 
the pipeline would be used pri- 
marily for fuel oil with gasoline 
secondary. 





restricted to save tires. In 
—__ —____ 


How to Obtain 
RFC Loans on 


Cars, Trucks 


WASHINGTON. — Managers of 
all Reconstruction Finance Corp. 
branch agencies have just received 
from headquarters here instruc- 
tions for the making of loans to 
automobile dealers under the Mur- 
ray-Patman Act. Details of these 
rules answer many questions which 
dealers have been asking with in- 
creasing insistence during recent 
weeks, as the task of carrying the 
new cars has grown constantly 
more burdensome. 

It should be noted that these 
instructions refer specifically to the 
31 RFC loan agencies throughout 
the U. S. Yet to be settled finally 
is the matter of finance company 
cooperation in the making of the 
loans. It is pointed out here that 
the RFC is hopeful that the finance 
companies will make most of the 
loans. The RFC will make loans 
direct, it is understood, pending 
the reaching of an agreement with 
the finance companies. 

Numerous conferences have been 
had between RFC officials and 
finance company leaders and cer- 
tain points of difference arise, 
which late Friday have not been 
settled. However, it is believed 
that a modus vivendi will be 
achieved shortly. 

(Continued on Page 13, Coliumn 3) 






HUBERT G. LAWSON 
... replaces Nugent as head of 
OPA car rationing. 
' (See Story on Page 2) 
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eal Boards 


Set Up by ODT 


Special to Automotive News 
WASHINGTON. —. Ofiice of De- 
fense Transportation last week 
announced establishment of 17 
local appeal boards in principal 
regions throughout the country to 
pass on applications for new 
trucks. These will take over the 
duties of the special Washington 
Appeal Board which, between Apr. 
7 and May 21 considered 1,583 
appeals from decisions by local 
allocation office:s of the ODT. 
Like the special Washington ap- 
peal board, tite local appeal boards 
are composed of one representative 
of for-hire moter carriers, One rep- 
resentative of private motor car- 
riers and one representative of the 
public. As in the case of the 
Washington board, decisions of the 
loca! appeal boards will be subject 


Nugent Out; 
Larson Heads 


™ - e 
Car Rationing 

WASHINGTON.--Hubert G. Lar- 
son is succeeding Dr. Rolf Nugent 
as chief of Automobile Rationing 
section of OPA. Nugent becomes 
chief of the Special Planning sec- 
tion of OPA Consumer division. 

Larson, now On a two weeks’ trip 
to the West Coast on Official busi- 
ness, has been connected with the 
government since January, 1942, 
when he came from New York as 
chief of the used car and dealer 
re'ations unit of OPA. Later he 
became assistant of the car ration- 
ing section and now takes over 
Nugent's job. 

From 1925 to 1930 Larson was an 
O'dsmobile distributor in Brooklyn, 
IW. Y. From 1930 to 1942 he was 





with the Motors Holding division | 


of General Motors, for most of 
that pe-iod, serving as Eastern 
investment manager. 


Bus Production 


Due to End 


CLUVELAND.-~- Bus _ production 
will probably end soon, Joseph B. 
Eastman, director of the Office of 
Defense Transportation, told Ohio 
transportation representatives here 
last week. 

“IT am afraid there will be no 
more construction of busses except 
those 


p’aced, and_ inventories’ estab- 
lished,” Eastman said. 
Of new cars i. dealers’ hands 


he observed: “I think they should 
be taken cree by the government 
and put to prope: use.” 


Third of Applicants Get 
Tracks in Wis. 

MILWAU AEE —Of the 1,399 
applications received for new 
trucks in the eastern half of 
Visconsin in the 12-week period 
ending in May, ony 509 were 
geanted, according to Blair C. 
Watson, truck allocation officer 
for eastern Wisconsin. 


Fifty applications were ap- 
proved for trucks for use in 
military, public health and 


safety or essential channels of 
com nunication. The largest 
number of appl.cations from any 
single occupation came _ from 
farmers and milk haulers. 


for which orders have been | 


to final approval of the Aliocation 
section of the ODT. 


| 


| 


| 


| 


Local appeal boards have — 


| established in Boston, Philadelphia, 
| Atlanta, Columbus, Chicago, Nash- 
| ville, Kansas City, Little Rock, 
Fort Worth, Salt Lake City, Den- 
| ver, Portland, San Francisco and 
|Los Angeles. Organization of 
boards in New York, Minneapolis 
and Charlotte also is under way. 
the areas of their jurisdiction 
will correspond to the field districts 
of the Bureau of Motor Car- 
riers of the Interstate Commerce 
Commission. 

Personnel of the boards thus far 
appointed and the areas_ which 
they serve follows: 

District Number 1—Maine, New 
Hampshire, Vermont, Massachu- 
setts, and Rhode Island; Appeal 
Board headquarters, Boston. Regu- 
lar members— Allan J. Wilson, 


A. Towle Co., Boston; John A. 
Hassey, Cities Service Oil Co., 
Boston; Edmund Burke, Hale & 


Dorr, Boston. Alternate members— 
Samuel Derby, H. Manyard Gould 
Co., Walpole, Mass.; Wadsworth 
Winslow, Boston, Worcester & 
N. Y. State Riwy. Co., Framing- 
ham, Mass. 

District Number 3 — Eastern 
Pennsylvania, Maryland, Delaware, 
District of Columbia, and North- 
hampton and Accomac counties in 
Northern Virginia; Appeal Board 


headquarters, Philadelphia. Regu- 
lar members—J. Albert Kramer, 
Rabiger-Kramer, Inc., Philadel- 
phia; Gavin W. Laurie, Atlantic 


Refining Co., Philadelphia; Robert 
A. Mitchell, 785 City Hall, Phila- 
delphia. Alternate members—L. A. 
Rosenthal, Pyramid Motor Freight 
Corp., Philadelphia. 

District Number 8—Illinois, Indi- 
ana, and Michigan; Appeal Board 
headquarters, Chicago. Regular 
|}members—Fred L. Faulkner, Ar- 
/mour & Co., Chicago; P. C. John- 
son, Regional Manager, Central 
Greyhound Lines, Chicago; Ells- 
worth F. J. Reilly, Office of Civilian 
Defense, Chicago. Alternate mem- 
| bers--Joseph H. Welker, president, 
Shippers Dispatch, Inc., Chicago; 
| William Fullerton, Fullerton Motor 
| Truck Service, Chicago. 


‘Sheahan Named 
‘Davis Aide 


NEW YORK.-— Emmet Sheahan 
| has been appointed assistant to 
| F. B. Davis jr., president of United 
| States Rubber Co. 

| Sheahan formerly was general 
manager of the company’s tire 
division, and had been stationed at 
the Detroit tire plant for the past 
several years. 


Kirk Transportation Co. 


Sold to Alger Co. 

DETROIT. Purchase of all 
assets, liabilities and operating 
rights of the Kirk Transportation 
Co., a common carrier in Michigan, 
Ohio, Indiana and Illinois, by the 
Geo. F. Alger Co. here, was an- 
| nounced last week by A. C. Scott, 
Alger executive vice-president and 
general manager. 

Geo. F. Alger continues as presi- 
dent; J. J. Breen as assistant gen- 
eral manager and secretary, with 
L. Paul De Loreto as_ director 


of traffic. 





AMONG STUDEBAKER men, 


who have 


been called to the colors, is 


E. W. Dalton, assistant regional manager of the company’s New York branch. 


Dalton, who has been commissioned a captain in the 
shown at 
kK. F. Gloster, Studebaker assistant sales 


Headquarters First Battalion, is 


wrist watch from his associates by 


02nd Ordnance regiment, 


right being presented with a 


manager, and at the same time receiving the congratulations of Lt. Col. Crofton. 





N. C. DEZENDORF, assistant to R. H. Grant, vice-president 2 charge of 


has 
San 


sales of General Motors 


Corp., 
California points, 


Los Angeles, 


to three 
where he 


from a_ visit 
Francisco, 


ust returned 
iego and San 


— before luncheon meetings of GM dealers and divisional executives. 
ezend 


orf, center, is shown 


ere with 


Woodward, left, of New 


or division and president of the General Motors Club of San Francisco, 
an ° 


S. Case, 


right, GMAC’s branch manager in San Francisco. 


Tire Dealers, Experts Back 
Senate’s Retread Bill 


WASHINGTON. — Tire dealers 
and experts from various sections 
of the nation, testifying on Senate 
Bill 2560 before the Banking and 
Currency Committee of the Senate 
last week, gave added proof to the 
practicability of the plan worked 
out by the Senate Committee on 
Small Business for the retreading 
of tires in sufficient number to 
keep twenty million cars rolling 


Ickes Pledges 
Aid to Avoid 


Fuel Rationing 


CHICAGO.—Elimination of un- 
necessary mileage to conserve tires, 
in the operation of motor trucks, 
was urged by Harold L. Ickes, 
secretary of the interior and fed- 
eral petroleum coordinator, Thurs- 
day night in an address before the 
annual meeting of the Central 
Motor Freight Assn. The banquet 
session drew an all-time record 
crowd of 1,200. 

Ickes said that the rubber ques- 
tion supercedes gasoline in impor- 
tance. He also advocated uniform 
regulations among states to facili- 
tate the movement of traffic. The 
speaker complimented the fuel in- 


dustry and truckers for their 
efforts in helping solve existing 
problems. 


“The answer to the question 
which means so much to the aver- 
age American, namely, how much 
gasoline he will get, depends upon 
what may be done in the way of 
rationing to save rubber,’ Ickes 
said. “I am unable to answer the 
tire question. I can only say that 
insofar as restrictions upon the 
civilian use of oil are due to trans- 
portation difficulties, the oil indus- 
try and the Office of Petroleum 
Coordinator will continue to do 
everything humanly possible to 
solve the problem. 

“Here in the Middlewest, to the 
South and in the Far West, there 
is no lack of fuel supplies to be 
moved. Nor is there, to date, any 
lack of transportation, if rationing 
is decreed in all of that part of 
the country which is not now being 
rationed, it will be solely for the 
purpose of saving rubber, which 
we need badly and quickly.” 

R. J. Olson, of Chicago, was 
elected president of the association. 


Atlanta Ford Dealers Get 


Assurances on Parts 

ATLANTA. — Robert J. Burke, 
assistant manager of the Atlanta 
branch of the Ford Motor Co., 
confirms the sale of the Atlanta 
plant property to the War de- 
partment, for use by the Army 
Air Force. 

At a meeting of Dearborn Office 
and local branch officiais in Atlanta 
last week, plans were completed 
whereby dealers who Operate under 
the Atlanta branch will be supplied 
with parts to insure the con- 
tinuous service of Ford products in 
this area. 


Hawkins Named 
CHARLESTON, W. Va.—John 


of the West Virginia Motor Truck 
Assn. 


L. | Greene-Haldeman Co. 
Hawkins has been appointed manager | sales manager; Mrs. Joe Carter; 


for the duration of the war. 

William M. Hickey, president of 
the National Assn. of Independent 
Tire Dealers, presented statistics to 
show that 60,000 independent deal- 
ers have a retreading capacity of 
38,518,00 tires annually. 

“More than 15,000,” Hickey ex- 
plained, “have shops equipped with 
repair molds, while 4,486 have 
treading plant facilities. They are 
operating now at only 60 percent of 
capacity, but could, on a 16-hour 
a day basis, retread 38,500,000 tires 
a year, and at the same time do 
other repair work on _ 33,350,800 
tires.” 

Under provisions of the proposed 
legislation, only 3,500 tons of crude 
rubber would be needed to keep 
20 million cars in serviceable condi- 
tion, since tires can now be re- 
treaded rubber, using only two 
ounces of crude rubber per tire. 
The bill also would require every 
person seeking a tire, tube or cas- 
ing to deliver, at the time of pur- 
chase, a used tire, tube or casing. 

Two other witnesses, Morris H. 
Horowitz of New York, and Hugh 
Emerson of Miami, Fla., praised 
another section of the bill which 
calls for regular, periodic inspec- 
tion of tires by independent dealers. 
Horowitz declared that the plan 
would increase potential mileage of 
tires now in use from 10 to 33 
percent, equivalent to a saving of 
240,000 tons of rubber. Regular in- 
spection, Emerson stated, would 
mean the saving of tens of thou- 
sands of tires which ordinarily 
might be junked. 

George J. Burger of New York 
described the proposed bill as “one 
of the most constructive pieces of 
legislation before the Congress at 
this session,” and urged that it be 
passed unanimously. John Girard 
of Newark, N. J., testified in favor 
of a section of the measure which 
would release about a million odd- 
sized, obsolete and sub-standard 
tires now frozen. 


Dealer Buys Airport 
ROCHESTER, Y. — George C. 
Wilkinson, Rochester automobile deal- 
er, has_leased the airport at LeRoy, 
N. Y. Built 14 years ago, it was rated 
at one time one of the finest privately- 
owned airports in the country. 








'N. C. Counties 
Waiving Taxes 


On Car Dealers 


RALEIGH, N. C.—Many North 
Carolina counties and cities have 
reduced or waived privilege taxes 
to aid rationing-stricken auto- 
mobile dealers, according to Bessie 
B. Phoenix, executive secretary 
of North Carolina Automobile 
Dealers Assn. 

Mrs. Phoenix said that Wake, 
Wayne, Buncombe, Iredell, Meck- 
lenburg, Duplin and Burke counties 
have waived the tax for the en- 
suing year, and that Davidson 
county reduced the tax from $35 to 
$1; Harnett from $25 to $5 and 
Wilson County to a minimum. 

She added that Raleigh and 
Greensboro reduced the tax from 
$50 to $1 for the ensuing year, that 
Wallace cut it from $20 to $10, 
Dunn from $25 to $5 and that 
Goldsboro and Morganton waived it 
entirely. In some instances, she 
said, the reduction in privilege tax 
applies also to gasoline and 
tire dealers. 

Present statutes permit no reduc- 
tion in the state privilege tax, but 
those in authority in counties, 
cities and towns have legislative 
authority to fix the amount of 
the levy. 


Small-Firm Aid 


Becomes Law 


WASHINGTON. — President 
Roosevelt signed last week a 
measure which sets up a $150,000,- 
000 government corporation to help 
small businessmen get war con- 
tracts and also eases the restric- 
tions of the antitrust laws to for- 
ward the nation’s war program. 

After consulting with the attor- 
ney general, the chairman of the 
War Production Board is author- 
ized to approve war production 
programs without regard to the 
antitrust and Federal Trade Com- 
mission laws. 

Smaller War Plants’ Corp. 
created by the new law is author- 
ized to finance plant construction 
and expansion by small businesses 
and to enter into government con- 
tracts which would be sublet to 
small businessmen. 


Keystone Club’s Ads 


Irritate Judge 

PHILADELPHIA. -—- Newspaper 
advertising of the Keystone Auto- 
mobile Club, democratically asking 
for a “comprehensive statement by 
the government” on the actual 
necessity for gasoline and tire ra- 
tioning, brought an attack from 
U. S. Circuit Court of Appeals 
Judge Herbert F. Goodrich, at a 
Philadelphia Victory Rally, with 
the jurist declaring that “instead 
of wasting good money this way 
(referring to the ad), it would be 
more useful if the money had been 
used to buy war bonds.” 

The Keystone organization, 
throughout the rationing program, 
this far, has been actively probing 
the reasons and necessity for ra- 
tioning, although to members it 
had advised them to “play ball” 
with the program, regardless of 
their own opinions. 











It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 





TWO LOS ANGELES salesmen qualified for a share in the 46 $100-war-bond 


distribution made by Plymouth throu 
Those receiving war bonds were 
Left to right, 


Corp., and Floyd Osborn, 


oe Carter and Harvey 


hout the United States to their top men. 


Burch Greene, president; Ross right, 


yer; Verne Orr, vice-president of Chrysler 
Pacific coast regional 
Mrs. Carter accepted the bonds for her husband, who is now in the U. S. 


Chrysler. 
avy. 


manager for 


er, of 





jo 
ye 
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addressed to John 0. 


ee are one thing—truth is 

another—and reality is quite 
different. That is the reason I am 
glad that President Roosevelt is 
going to make a survey of the 
rubber situation before anything 
definitely is done regarding gaso- 
line rationing. 

The uncertainties of the situa- 
tion have been a hardship on 
automobile dealers. It has de- 
pressed the market both on used 
and new cars. It has wasted 
rubber instead of conserving it, 
because with threats of gasoline 
rationing, many owners are hav- 
ing their last fling at enjoying 
ownership by driving their cars 
much more than they ordinarily 
would do. 


* * 


Facts Needed, 
Not Hearsay 


HE whole war effort would be 

improved, civilian morale built 
up, if some of the administrators 
at Washington would look at the 
facts before they talk; 
would gain their knowledge, not 
through hearsay or by way of 
books, but by the direct examina- 
tion of facts themselves. 

I, for one, would like to see the 
rubber situation clarified. We 
all know that rubber is a strate- 
gic material, its use is critical, 
both for war and for domestic 
economy. We know that 90 per- 
cent of the imports are cut off. 

* * * 


Tackle Problem 
Directly 


E know that there is sufficient 

rubber reserve to keep the 
war effort going for some time. 
We know that there is now suffi- 
cient rubber on civilian tires to 
last a reasonable period. We don’t 
know how long the war will last. 
We are reasonably certain, how- 
ever, how soon synthetic rubber 
will be in production. If the survey 
now being conducted by President 
Roosevelt proves there is to be a 
shortage of rubber in the mean- 
time, why not handle the rubber 
situation directly rather than in- 
directly through the means of 
gasoline rationing? 

It has been intimated many 
times that there is_ sufficient 
scrap rubber in America, if it 
were only collected, to fill in this 
gap, and an appeal to the loyalty 
of the citizens would unearth 
countless tons of rubber. 

. £ © 


Used Car 
Bounty Urged 


NOTHER stockpile could be 

unearthed by a government 
bounty on used cars. This bounty 
could take the form of offering 
dealers $25 in addition to what the 
junk dealer usually pays for old 
model used cars. A fair estimate 
would indicate two hundred thou- 
sand used cars just above the junk 
class in dealers’ used car stocks. 

Such a bounty would attract 
that many more cars into dealer 
hands from owners stepping up, 
because dealers would use the 
bounty not only to sell their 


* 





Scrap Rubber Price 


Upped to $25 

WASHINGTON.—Secretary of 
Commerce Jesse Jones has an- 
nounced that the government 
will buy scrap rubber in carload 
lots anywhere in the United 
States at a flat price of $25 a 
ton. It is now bringing only $18 
a ton delivered at Akron. 

Jones said the purchases 
would be made at “an increased 
price * * * intended to provide 
small collectors throughout the 
country with a financial, as well 
as patriotic, incentive for put- 
ting forth greater effort in the 
collection of scrap rubber which 
is badly needed.” 





Dealers tell me 


By John 0. Munn 





Dealers’ or salesmen’s comments, 


and the writer's name will be kept in confidence if requested. 





if they | 


questions or requests may be 
Munn in care of Automotive News, Detroit, 


present stock, but as extra allow- 
ances on cars coming in. 
* tk * 


Tires, Metal 


Available 


—o. @ process would pyramid 
and would regain for the gov- 
ernment not only two million 
tires for reclaiming, but six hun- 
dred thousand tons of strategic 
metal that the steel industry so 
badly needs. 

Such a government policy 
would have the additional benefit 
of removing hazardous vehicles 
from the highway and thus serve 


as a safety measure. 
Ss 8 


|Junking Started 


At the Bottom 

HILE the plan would benefit 

dealers in helping them re- 
move junkers to the junk yards at 
not-too-great a loss, the real sup- 
plementary benefits would go to 
the public, because it would en- 
courage owners of poorly condi- 
tioned vehicles to trade them in 
for better ones. 

This is junking at the bottom. 
It will not destroy good transpor- 
tation now in existence that is 
so badly needed to make our war 
effort effective. 

Let’s not only get the facts, but 
the truth on rubber, then be 
realists in the situation on rubber 
alone, and not use the impending 
shortage of rubber as an oppor- 
tunity to further build up bureau- 
cracy control or sell war  psy- 


chology to the citizens. 
* * * 


Dealer Recruiting 


Is Praised 
I RECENTLY spent a day with 
Maj. Herman Goodin, first vice- 
president of NADA and consultant 
on military personnel for the U. S. 
Ordnance department. Maj. Goodin 
has been responsible for recruiting 
the 301st and 302nd Ordnance 
regiments now in training at Camp 
Sutton, N. C. These regiments are 
ultimately to serve as motor repair 
bases overseas to keep the mechan- 
ized units of the army functioning. 
Dealers have loyally supported 
and encouraged the recruiting of 
these outfits from their own 
personnel, in spite of the short- 
age of mechanics in their own 
shops, in spite of the fact that 
it is probable there will be no 
deferment of mechanics in the 
draft program. Over half of the 
personnel of these ordnance regi- 
ments being technicians, are the 
dealers’ specific contribution to 
our war effort. The Army now 
fights with machines, and these 
machines require expert and fre- 
quent attention which must be 
given on the spot, because no 
mechanized army can be effec- 
tive unless it is supported by 


repair battalions. 
* * * 


They’re Soldiers, 
Also 


IHE men in these two regiments 

are not only mechanics, but 
soldiers in every sense of the word, 
trained as combat troops to protect 
their own installations and include 
signal corps men to supply their 
own lines of communication. These 
motor bases, made up largely of 
automobile dealers, are in addition 
to the efforts of automobile manu- 
facturers who have been conduct- 
ing for a long time the training 
of men for the Army, Navy and 
Air Corps for quick repairs at the 
battle fronts. 

Only when the history of this 
war is written will it be realized 
the contribution that automobile 
manufacturers and dealers have 
made in training and furnishing 
men to keep America’s mechan- 
ized forces rolling. 


Hayes to OPA 
OKLAHOMA CITY.—Rex A. Hayes, 
on leave of absence as branch manager 
for the Ford Motor Co. here, has been 


named manager of the Office of Pricel 


Administration for Oklahoma. 





Pa. Rations One-Third 


Of Available Cars 

HARRISBURG, Pa. — New 
Passenger cars sold in Pennsyl- 
vania from March 1 to June 2 
totaled 3,373, against a three- 
month quota of 10,205. 

Pennsylvania’s quota for June, 
to which may be added the 
7,000 carry-over from the three- 
month period, has been an- 
nounced as 3,718. 


N. C. Dealers 
Set June 28-30 


For Convention 


RALEIGH, N. C.—June 28-30 has 
been set for the eighth annual con- 
vention of the North Carolina 
Automobile Dealers Assn. which 
will be held at the Ocean Terrace 
Hotel, Wrightsville Beach. Gov. 
Broughton will be the speaker at 
the banquet on Monday evening. 


The program will get under way 
Officially with a dinner on Sunday 
evening and the final session will 
be held Tuesday morning. 


Election of officers will take place 
at the annual business _ session, 
which will be held Tuesday morn- 
ing. Present officers of the asso- 
ciation are: President, W. J. Hoo- 
ver, Raleigh; Vice-President, C. 
Fred Brown, Asheville; Secretary, 
R. A. Thompson, Kinston; and 
J. E. Miller, Greensboro, Treasurer. 


Govt. Car Sales 
Are Altered 


WASHINGTON. — General Con- 
servation Order M-130, having to 
do with the sale and delivery of 
new automobiles to the Army, 
Navy, and other specified gov- 
ernmental agencies, and OPA’s 
Amendment 8 to Rationing Order 
2-A, provide that sales on or after 
June 12, 1942, to the Army, Navy, 
and other designated agencies can 
only be made pursuant to “Govern- 
ment Exemption Permit PD-501.” 
Prior to the issuance of this order 
and amendment a dealer could sell 
to these agencies without a certifi- 
cate and upon filing Form R-203. 
That form has now been abolished. 

The Army or Navy or agency 
purchasing will, on and after June 
12, present Government Exemption 
Permit PD-501 to the dealer. If 
the dealer has a new passenger car 
of the type specified in the permit 
in stock he must deliver it under 
the terms of the permit regardless 
of any commitment that he may 
have had on that car to any other 
person. Pool cars may be sold and 
delivered under such permits but 
only when the permit states specifi- 
cally on its fact that a pool car 
is specified. 

Upon the transfer of a new pas- 
senger automobile under PD-501, 
the dealer must immediately report 
the sale on Form PD-502 in 
duplicate to the Automotive 
Branch, War Production Board, 
Washington, D. C. The dealer 
must retain PD-501 as a part of 
his records. No deliveries can be 
made on any preference rating 
heretofore or hereafter assigned to 
any Official of the Army or Navy 
or of the other agencies specified 
in the order. 





Eatin’, Too! 

EAST LIVERPOOL, O.—William B. 
Douglass, Chrysler automobile dealer 
here, has opened the Douglass Diner. 


Releases of New Cars 


Fall Off in N.Y. 


| Special to Automotive News _ ; 
| NEW YORK. Despite liberalized 


rationing rules, the percentage of 
quotas of new cars released during 
May in New York City fell off 
slightly below that of the preceding 
month, with the inauguration of 
gasoline rationg during the month 
regarded as a significant factor in 
the down trend. 

New York City figures for May 
showed 368 cars released on 450 
applications from a quota of 1,257 
or 1,392, including reserve. In 
April, 387 cars were released on 
578 applications. In March only 
about 13 percent of the quota 
was released. 

With only 25 percent of the 
city’s quota for the first three 
months of rationing actually 
reached, dealers here see little 
prospect of moving new car 
stocks at anything approaching 
full quota limits unless some 





change is made in _ rationing 
regulations. Nor do they see 
much hope of improvement 


under any general change in 


regulations. 


new truck rationg program, deaters 
here, burdened with large stocks 
of specially designed light delivery 
trucks, are not particularly happy 
about the situation. The bright 
spot in this picture is the Murray- 
Patman Act, through which dealers 
may unload their stocks of special 
truck jobs if they find there is no 
way to get rid of them under the 
rationing program. 

There is a belief, however, that 
the REC, rather than also get stuck 
with such truck stocks, may seek 
liberalized rationing regulations to 


permit the dealers to get rid 
of them. 

* * * 

Seattle Car Releases 
Still Below Quota 

| SEATTLE. — Rationing of new 
car sales showed some improve- 


| 
| 
| 
| 


|number of applications 


| 
| 


ment in May, but figures are sti!! 
far below quotas. 

With a quota of 620 for May, the 
was 534, 
the certificates issued, 463. For 
King county (Seattle) the May 
figures were: quota, 186; certifi- 


In view of the fact that some | cates, 148; applications, 188. 


sections, such as Detroit, Cincinnati 
and others, are over or near 100 


| 


In the state, Pierce county 
(Tacoma) made the best showing, 


percent of their quotas, it is pointed | with 96 percent of the applications 
out that the situation here and in | being approved and the certificates 


similarly depressed markets would | reaching exactly 


require some special treatment. 
The practicability of such a move 
is doubted. While any change in 
regulations to improve the situa- 
tion here would be welcome, 
dealers see little hope of _ its 
early arrival. 

Brought to an almost complete 
halt by gasoline rationing, the used 
car market in this area 
reported “dead as a doornail.” 
contrast, a strong demand is noted 
for used trucks, and dealers are 
anxious to get their hands on them 
when possible. 

Despite reports from Washington 
of more rapid movement in the 


Car Sales Up 
Only Slightly 


SAN ANTONIO, Tex.—New car 


sales during May showed some 
improvement over April, with 132 
units being sold against 123 for the 


preceding month. Sales, according 


to makes, were as follows: 

Buick, 17; Cadillac, 1; Chevrolet, 
23; Chrysler, 4; DeSoto, 2; Diamond 
T Truck, 1; Dodge, 11; Ford, 14 
(and 7 trucks and 4 commercial 
units); GMC Truck, 1 commer- 
cial unit; Hudson, 3; IHC Truck, 


4; Lincoln-Zephyr, 4; Mercury, 4; 


Nash, 4; Oldsmobile, 6; Packard, 
6; Plymouth, 6; Pontiac, 3; Stude- 
baker, 4; and Willys, 2. Totals: 115 
cars, 
trucks, for a total of 132 units. 


Dodge Names Howard 
St. Louis Head 


DETROIT.—Appointment of A. 
R. Howard as manager of the St. 
is an-| 
nounced by Vice-President Forest 


Louis region for Dodge 


H. Akers. 
Howard, who has 


sistant regional manager and man- 
ager of the Greensboro region, is 
replacing D. L. Beck who has been 
transferred to Detroit. 


On the House... 


ECAUSE present restrictions are believed insufficient to reduce 
the buying wave, it’s understood that the Federal Reserve Board 


and OPA are mulling a complete ban on consumer credit. . 


.« ae 


dealers, along with other property owners, may obtain war-damage 
insurance after June 20 from local fire insurance agents; latter are 


Official agents of government... . 
Automobile graveyards yielded 


more than 350,000 tons of 


scrap metal in April, about 200,000 tons above average, WPB 


yeports. . . . 
the slogan: “United for Better 


by members in advertising, etc. . 
post-war 


Rolf Nugent’s plan for 
effect by fall. ... 


Cincinnati Automobile 


Dealers Assn. has added 
Service” to its emblem for use 
. . Don’t be surprised if OPA’s 
selling of cars goes into 


Due to complaints on inferior work, OPA has urged state directors 
to provide technical advice for tire retreaders not skilled in applying 


the new camelback made almost 


entirely of reclaimed rubber... . 


By middle of June, OPA will fix a price ceiling of about 35 cents a 
quart on high-production-cost alcohol antifreeze and 25 cents on 


low-production-cost fluid. 


Pete WEMHOFF 


is still | 
In | 


5 commercial units and 12 | 


been with 
Dodge since 1929, as sales repre- 
sentative, truck representative, as- 














|new automobiles. 


100 percent of 
the quota. 

The percentage of applications 
approved in the state for the three 
month period is 81 plus, while the 
quota used was but 52 percent. 


Seattle Dealers 
To Hear Larson 


On Tuesday 


SEATTLE.—A special meeting 
of the Washington Automotive 
Trade Assn. has been called by 
its president, M. O. Anderson, to be 
held at Olympic hotel here June 16. 
The session will start with a 
luncheon. 

Hubert Larson, who has just re- 
placed Dr. Rolf Nugent as chief 
of automobile rationing of OPA, 
and his assistant, D. R. Paul, will 
be the principal speakers. 


Canton Sales 


2 e 
Rise Slightly 

CANTON, O. — Stark County 
automobile dealers sold 89 new 
cars in May, compared with 75 in 
April and 1,346 in May, 1941. Dur- 
ing the first five months they sold 
362 new cars, or 5,577 less than the 
5,939 sold during the same months 
last year. 

Thirteen new trucks were sold 
during May, 14 fewer than in April, 
and 123 fewer than in May last 
year. Eighty-three new trucks 
were sold during the first five 
months, a decrease of 619 new 
trucks from the 702 sold in the 
same period last year. 

Dealers sold 640 used cars and 
trucks in May, 32 fewer than in 
April and 2,064 fewer than in May, 
1941. First five months sales were 
3,437 units, a decrease of 6,847 
from the 10,284 units sold during 
the corresponding months last year. 


Chicago Dealers Reelect 


Five Directors 


CHICAGO.—-Five directors were 
re-elected without opposition at the 


annual meeting of the Chicago 
Automobile Trade Assn. in the 
Drake hotel last week. They are 


Charles Hermanek, James F. Mc- 
Manus, jr., William C. Stanlik, 
Lynn S. Snow and Frank H. 
Yarnall. 

Sam Shapiro, general manager, 
predicted that dealers who remain 
in the picture “will probably be 
able to sell new cars and trucks on 
a profit basis” to consumers or the 
Reconstruction Finance Corp. He 
added that used cars are more of 
a problem and that they rate the 
same consideration from RFC as 
He expressed 
confidence that service operations 
will remain brisk, due to war- 
time dependence on automotive 
transportation. 


It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 
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AUTOMOTIVE 


OUR PLEDGE 


One sacred pledge we make our friends here and 
now. This publication, God willing and so long as 
it is in our charge, will never champion the cause 
of any individual or any tion which is not 
for the best interests of the automotive industry as 
a whole. Nor will its columns be used to spread 
gossip or inflame prejudice. It will confine itself to 
the upbuilding of the industry it is pledged to serve, 
wholly through the dissemination of NEWS which 
is timely, authentic and of value—(AN 6-10-1933). 











Sloan’s Liniment 


| i. General Motors Corp. has raised its sights and 
i has anticipated the postwar resumption of its automo- 
bile manufacturing activities, is evidenced in the special 
statement to stockholders sent out last week by Chairman 
Alfred P. Sloan jr., entitled “The War and the General 
Motors Dealers.” This is not the first evidence of the fact 
that the corporation has taken the long-range view of the 
situation, for such has been its policy ever since the 
United States started on its defense program and called 
on the automobile industry for help. The Sloan statement, 
made last week, only emphasizes that policy. At the same 
time it indicates the value GM places on its dealer body 
and how far it already has gone to preserve it. In his 
message Mr. Sloan assays this value when he says: 

“It is clear that such an organization represents a 
tremendous and essential asset, the result of a consistent, 
aggressive effort expended over many years. To rebuild 
it would require a corresponding effort, involving particu- 
larly the element of time. It could not be accomplished in 
terms of days or months. It would be a matter of years.” 

General Motors well knows this, for it has taken 34 
years of constructive effort on its part to build it to a 
strength of approximately 20,000 dealers as of today. 
Had not GM taken time by the forelock when the war 
clouds first cast their shadows over this nation and adopted 
a strong policy of preservation of this dealer body, this 
34 years of building it up to this present strength would 
have been wasted. General Motors, in the postwar period, 
would have to start from scratch again to rebuild it. But 
by intelligent planning now to keep its dealer body in 
business GM is bypassing disaster as is proved by the fact 
that, despite the war, dealer mortality has been only 
about 3 percent. 

If we are permitted to wisecrack, we might say that 
last week’s application of Sloan’s liniment should cure many 
of the aches and pains of GM dealers and encourage them 
to keep on fighting for their business lives. 


Service Dollars for Dealers 

| pgp tet ae in this issue will be found stories reporting 

increased revenues and profits on dealer service 
operations in 1942. As examples, we have Chevrolet dealers 
with service paying 96.9 percent of their fixed expenses 
so far this year, as against 61.5 percent in 1941. Buick 
says 82.5 of its dealers have reduced fixed expenses 
33 percent and increased profits 25 percent because of 
the increase in service volume. 

All of which goes to prove to us that automobile dealers 
are at last realizing the value of the service dollar. It has 
taken the war to bring about this change of mind. In 
previous years automobile dealers, as a class, have regarded 
service as a pain in the neck, a necessary evil attendant 
on the sale of new cars. Forced to go into service work 
because of the war in order to survive, they now take it 
seriously. A bright future lies immediately ahead, for even 
if government curtails the civilian use of automobiles, it 
admits that at least 20,000,000 motor vehicles will have' 
to be kept on the road while hostilities continue, and the 
repair work will go into dealers’ shops because many, 
independent repairmen have been forced out of business | 
through lack of capital. 


--a word in 





M. Slocum 


rerhaps I have a possible key to cacn. 6 wens 


what the President let out of the 
bag when he told the newspaper 
men recently that a cure for the 


rubber situation might soon be " 


found, or words to 
“RUBBER, that effect. I do not 
RUBBER, believe he was re- 
EVERY. ferring ho yo oo 
» range plan for mak- 
WHERE” ing synthetic rubber, 
but rather to the many ingenious 
schemes that are coming to light 
which would stretch the life of the 
casings in use On our 33 million 
motor vehicles. 
* * * 


Two weeks ago a secret meeting 
was held in Detroit to which every 
engineer and technician who knew 
anything about rubber was invited. 
There were present representatives 
from the tire, automobile, oil and 
fabric manufacturers. For the first 
time, I am told, the rubber com- 
panies came in, tossed all of their 
facts, figures and formulae on the 
table and agreed to pool their ideas 
if they were voted to be practical, 
releasing any patent rights which 
would conflict with any others. It 
was a patriotic demonstration of 
the American system of free enter- 
prise at its best, and from what I 
can learn, this meeting of minds 
may result in startling good news 
within perhaps the next few weeks. 
We all hope so! 

* 


* * 


One company, I _ understand, 
came in with a “boot” to be 
fastened or laced over the old cas- 
ing which would give an added 
three to five thousand miles wear 
on any tire. It could be made 
entirely from scrap rubber and 
fabrics and sold at a price so low 
that it would be within the reach 
of every present car or truck 
owner. My informant said the 
only feature which worried them 
was the matter of skidding but 
that this might be corrected before 
they were marketed; if not, the 
users would simply have to main- 
tain safe speed when there was 
any danger. - 

This idea appealed to me because, 
I believe, a high percentage of the 
tires now on the road are good for 
thousands of miles of service but 
the average owner is reluctant to 
start on a long trip or to use his 
tires as he would normally, real- 
izing that every mile he drives is 
one lost on the casing. Under this 
scheme he could carry several 
“boots” in his car and substitute 
new for old as they showed signs 
of wearing out. I haven’t the 
slightest idea of the construction 
of the “boot”; what it’s made out 
of or how the mechanical difficul- 
ties have been overcome. As a 
matter of fact, I’ve told you all I 
know about it and now I can only 
hope it proves as practical as 
it sounds. 

* * * 

One thing is certain and that is 
any relief which we can expect 
immediately must come from scrap 
rubber. The President’s appeal for 
a national campaign to bring out 
all of the available scrap rubber 
in the country is the most cheering 
news we have had out of Washing- 
ton for some time. 

* * * 


Everyone of us who is con- 
nected in any way with this auto- 
motive industry ought to extend 
his utmost effort to encourage this 
campaign. Most of us are mem- 
bers of churches, lodges, noonday 
clubs, etc., and most of us are 
active in their operation. I can 
think of no better project on which 
we can extend some extra effort 
immediately than getting our local 
communities stirred up in a cam- 
paign which will really bring out 
every ton of available scrap rubber 
in these United States. Nothing 
could be more effective to encour- 
age Washington in withholding 
national gas rationing, than to 
prove that we can, by this means, 
stretch our present rubber sup- 
ply until the time when the 
production of synthetic will meet 
our needs.—G.M:S. 


1942 ALMANAC LAST CALL 


First forms now closing. 


Send 
Who’s Who, Album and Advertising 
copy at once. Order extra copies 
at $1.50 each or 4 for $5 post-paid. 
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Publisher, 


“ge M. Slocum 
Mr. Ceorge ’ Editor, 


Mr. Chris Sinsabaugh, 
Automotive News, 
5229 Cass Avenue, 
Detroit, Michigan. 


Centlemen: 


I have been requested to 
resolution which was presented from the 


ously carried, at 
the State of New. Jersey, held under the auspices 


May 27th, 1942. 


Fisher of Newerk, 
of the dealers of the 
of this Association on Wednesday, 


June 6,. 1942. 


send to you the following 


floor by Mr. Clarence E. 
a special meeting 


WHEREAS, The Automotive News, operated 


by Messrs. 


Slocum and Sinsabaugh, is 


very much on the dealers' side during 


this emergency, 


ful not to show any an 


and has been very care- 


tagonism toward 


the manufacturers, and 


WHEKEAS, We endorse this attitude one 


hundred percent, now 


THEKEFOFE, 
members of the 
Trade Association, 
meeting, 


News for the good they are 


BE IT RESOLVED, That we,the 
New Jersey Automotive 

assembled in general 
thank the Editors of Automotive 


accomplishing 


for our owners, and that a copy of this 
resolution be forwarded to them. 


ssf 


Secretary. 


OFFICE OF THE SECRETARY - 800 CHAMBER OF COMMERCE BUILDING, NEWARK - MARKET 82-0787 








In This Corner 


‘Ration Job First ....... 





3 


The views expressed in this column are those of our readers. 


be observed upon request. 





Nugent Plan 

We note your editorial with 
reference to Nugent’s suggested 
plan of taking orders for post-war 
cars. We believe it would be good 
judgment if you agitated his and 
the entire OPA doing the job they 
have at hand properly before they 
begin making suggestions develop- 
ing post-war business. : 

This idea of all these agencies 
creating and building “carts or 
wagons without any horses to draw 
them” perhaps is one of the par- 
|ticular reasons why rationing has 
been such a failure especially in 


a 


moment that we need relief. As a 
matter of fact, the Bay City Motor 
Sales has opened an additional 
operation in the past month, re- 
gardless of such times as these. 
Discouraged? Certainly not, but 
disgusted with some of the things 
that are being done, lacking fore- 
sight or hindsight, whatever you 
want to call it, making it more 
difficult for the dealers. 

In Fall River, the two largest 
volume dealers have had the oppor- 
tunity to deliver just ONE auto- 
mobile on a ration certificate, in 
a City of 119,000. That speaks for 


itself—H. V. Brooks, Bay City 
Motor Sales, Inc. (Ford), Fall 
River, Mass. 
"42 Dies 


Have the 1942-model car dies 
been scrapped as yet?—Ingraham 
Chevrolet, Augusta, Me. 

Editor’s Note: The 1942-model 
dies have not been scrapped; 
nor is there any immediate 
intention of doing so. The WPB’s 
present scrap campaign is aimed 
at salvage of material no longer 
needed for other use. Unless the 
war is of long duration, there 
appears no need to scrap dies 
which have inestimable value in 
the post-war period. (See story 
on page 6 in this issue.) 


| our area. 
Please do not interpret for a 


Our Error 


In “A Word in Edgewise” column 
in your June 1 issue, paragraph 4, 


you say: 
i “Normally we use 600 million tons 
of crude rubber annually for 


, civilian needs. ... 

That figure is pretty wild and for 
the sake of accuracy you should 
correct it in your next issue. If 
you meant POUNDS instead of 
TONS you're still pretty wide of 


Anonymous contributions will not be accepted but confidence will 





the mark, for that is equal to 
roughly 268,000 long tons and in 
1941 this country used more than 
750,000 long tons of crude rubber, 
of which a very large percentage 
went for civilian needs. Tires took 
most of this—more than 70 percent 
—and most of those tires were for 
civilian vehicles of one kind or 
another—many of them new cars.— 
Ed S. Babcox, president and editor, 
Tire Review, Akron. 


Scrap 


In your May 18 issue is an edi- 
torial headed “Is Simpson Right?” 
which seems to touch on a situa- 
tion about which very little has 
been done—the matter of collect- 
ing and reclaiming of used rubber. 

It would be interesting to know 
just how much usable rubber is at 
present lying in basements, barns 
garages etc. 


The drives publicized to the 
American people for old aluminum 
and even for phonograph records 
have met with pronounced re- 
sponse. With the tremendous pub- 
licity already given to the rubber 
situation, what do you think the 
response would be to a strong 
patriotic appeal for old rubber? 

I do not believe it would even be 
necessary to put a scrap price on 
rubber to get a tremendous re- 
sponse from the public. Aluminum 
donations were made without pay 
because of the patriotic appeal. 
With-the rubber shortage receiving 
so much attention, Mr. America 
would really start digging into the 
dusty corners if he was told what 
to do with the waste rubber he 
has accumulated. 

It would seem that the NADA 
is in a splendid position to start 
such a campaign, and with the 
help of government agencies, news- 
papers, and radio it would probably 
be surprising to see the rubber 
pile that would result—C. C. 
Welch, resident manager, Earle C. 
Anthony, Inc. (Packard), San 
Francisco, Calif. 





Coming Events 


JUNE 
15-16—Hershey, Pa. Automotive Trade 
Assn. Managers meeting. 


21-24—New York (Commodore). Annual 
convention of Advertising Federa- 


tion of America. 
23-24—Cleveland (Hotel Carter). An- 
nual convention of Automotive 


Engine Rebuilders Assn. 
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SHOCK ABSORBERS 


will anseat heotlontteg the wae! 


@ Army vehicles, Monroes are built in “special” sizes for 
carrying guns Tanks — Heavy and Light Gun Mounts— 
should be kept on Blitz Buggies— Troop Transports, Trucks, 
an even keel, it’s Jeeps, and Motorcycles. 
“hits that count”, therefore the gunner at his 
post should have every assistance possible. 


Bee ea ee 


Monroe engineers, with long experience, 
will gladly discuss your problems. 


sc ty it SER cata 


Rough terrains become smoother and more 
even, when the war vehicle is equipped with 
Monroe Shock Absorbers. 


Let’s make it possible for the gunner to 
increase the percentage of effective hits. 
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10,060,000 Tons 
Of Scrap Sought 
For Stockpile 


DETROIT. — Declaring that the 
government does not intend to 
scrap “useful equipment,” Arthur 


H. McArthur, new head of the War | 


Production Board’s Salvage scc- 
tion, last week said that the WPB 
is endeavoring to accumulate a 
stockpile of 10,000,000 tons of scrap 
metal before winter, when salvage 
operations naturally fall off. 


McArthur, a former Dodge dealer 
in Phoenix, Ariz., told newsmen 
that the automotive industry’s sal- 
vage program, just inaugurated, is 
“outstanding” and would serve as 
a model for other industries. 

While admitting that the scrap- 
ping of 1942-model car dies is 
“directly related to the duration of 
the war,” McArthur declared the 
WPB will leave up the industry 
“its own determination on the 
scrapping of obsolete dies and 
tools.” He said the government 
had no intention of ordering the 
scrapping of equipment’ which 
might cause serious dislocations. 
McArthur recently succeeded 
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ENSIGN E. R. GRACE jr., of the Ninth Naval district, presents the 


' Navy’s new award for continued excellence of production to the Fisher Body 
die and machine unit in Detroit, the first such citation in the automotive 
‘industry. The white star over the ‘“‘E’’ means that this plant continued its 
excellent production record six months after its original citation. With Ensign 
Grace, left to right, are George Morgan, plant manager; J. J. Wallbillich, 
director of the Fisher Body ordnance specialties and machine section, and 


FOB 
| Factory 


By A. H. Allien 


AN EXAMPLE of the rapid 
, obsolescence of equipment for war 
| production is the case of some 
| huge horseshoe riveters installed 
only a year ago to cold rivet tank 
plates at the Chrysler arsenal. At 
the time they represented the last 
word in cold riveting equipment, 
| putting as high as 100 tons’ squeeze 
|on the %-inch nickel steel rivets 
|used in the tank hulls. Design 
was worked out by arsenal engi- 
neers in collaboration with the 
| Hanna Engineering Works in Chi- 
cago, for years experts in designing 
and building of all types of 
riveting equipment. 

In the short space of 12 
months, however, the machines 
have been outmoded because of 
| @ change in design of the tank 
| to a welded instead of riveted 
hull. Principal reason for the 
| change was the fact that in 
combat some riveted tanks found 
| their rivets being blown right 
| through the hull by enemy fire, 
| with disastrous effect on crew. 


| George Weymouth as head of the 
| WPB salvage section. Weymouth 
‘several weeks ago had declared 
that 1942-model] dies and tools had 
been ordered scrapped, and then 
{retracted his statement two days 
ALES, 





danger, it too has its problems 
since it is almost impossible to 
determine the soundness of a weld 
| other than by X-ray methods, and 
to X-ray the many feet of weld 
in a tank hull would be prohibitive. 
The alternative is to train opera- 
tors so that they will make a 100 
percent weld every time. On this 
score the pressure of _ time, 
| inexperience of operators and the 
fact that they are handling a 
| relatively new welding process 
|; are drawbacks. 

* 


‘Curves, Angles 
| Important 


| RESISTANCE OF armor plate 
'to shellfire is a function of the 
| thickness of the plate, the hardness 
|of the plate, both on the outside 
| and all the way through; and the 
; angle at which the shell hit is 
| made. Modern high-velocity armor- 
piercing shot appears to make even 
;the hardest and thickest tank 
armor somewhat vulnerable on 
| direct hit—that is, a hit which is 
| normal to the plane of the armor. 
| Hence, one of the best defenses is 
| to make plenty of curves and 
angles in the armor plate, so that 
shells will be deflected. 
In the matter of curves, it is 
| difficult to form rolled armor 
plate to curved shape, although 
it is not so difficult to bend it. 

In fact, one of the automotive 

plants is bending tank armor in 

a@ press formerly used on auto- 

motive work, saving several feet 

of weld. 

Best way to obtain curved sur- 
| face on armor is to cast it. This 
|is being done in the case of tank 
| turrets, the M-4 medium tank tur- 
ret, for example, being a _ 6-ton 
armor plate casting. The Germans 
have worked out an_ interesting 
stunt with the use of armor plates. 
Instead of a single plate on certain 
armored vehicles, they use two 
plates, the inside piece being set 
at a slightly different angle than 
the outside one. Then, if an 
armor-piercing shell should make 
a direct or normal hit on the out- 
side plate and penetrate it, the! 


| different angle of the inner plate 
| (Continued on Page 10, Column 5) 
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Nelson, Lyttelton 
Praise Work of 
Motor Industry 


DETROIT. — Visiting automotive 
war plants here on a tour of 
American facilities, WPB Chair- 
man Donald Nelson and British 
Production Chief Oliver Lyttelton 
expressed enthusiasm over the way 
have tackled 
wartime operations. 

After visiting the Ford bomber 
plant, Chrysler tank arsenal and 
the General Motors war exhibit, 
Nelson declared: 

“I am proud of the automobile 


industry. This has been a thrilling | 
day for me.” 
Lyttelton, also enthusiastic, as- 


serted to newspapermen: ’ 
“This has been a day I will 


remember all my life. If Hitler and | 


Goering had seen what I have 
seen, they would have thrown up 
their hands or blown out their 
brains.” 

Nelson and Lyttelton also em- 
phasized these points: 

S. war production 
ahead of schedule.” 

May production of ships was 
above schedule. 

Germany has reached the peak 
of her production effort, and is 
probably on the downgrade. 

The U. S. can more than double 
production by 1944, with materials 
and labor in sight, by employing 
substitutions. 

By 1944, American synthetic rub- 
ber plants can cover all military 
and essential civilian needs. 

Detroit’s production bottleneck 
will be labor and transportation. 

Washington has not discussed 
“in official circles” melting down of 
automobile dies. 

Ford’s Willow Run bomber plant 
is not yet in production, and 


“is well 


Nelson said he could not say when | 


the planes would start rolling. 


Martin Heads 
Fund Drive 


TOLEDO. — Royce G. Martin, | 
president of Electric Auto-Lite Co., | 


has accepted the national chair- 
manship of the Automotive Parts 
division of the War Production 


While welding gets around this}| Fund to Conserve Manpower. As 


national chairman, he will organize 
and direct a campaign in the auto- 
motive parts industry for funds to 
support a nationwide accident 
prevention program. 

Under the auspices of the 
National Safety Council, leading 
industrialists have opened a cam- 
paign to obtain $5,000,000 to cover 
the operation for two years of a 
greatly expanded safety program. 
Serious interruption to war produc- 
tion, caused by an increasing toll 
of accidents on and off the job, has 
resulted in President Roosevelt 
calling on the Council, and on 
every citizen, to do everything pos- 
sible to prevent this waste of 
human life and vital material. 


Buys Parts Firm 


OMAHA.—G. W. MclIninch, Omaha 


automobile distributor, has announced 
the purchase of the stock of the 
Motor Parts Corp., a wholesale parts 
warehouse. Included in the purchase 
was the franchise of the National 
Automotive Parts Assn. for Nebraska 
and western Iowa. The new firm will 
be known as Motors Parts Co. The 
personnel of the old firm has been 
retained. 
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War Spending 
Tops 30 Billion 
'Up to Date 


WASHINGTON. A total of 
| $30,615,000,000 has been laid on the 
line by the federal government for 
| the prosecution of the war since 
|intensive military effort began in 
|the middle of 1940, the War Pro- 
duction Board announced last 
week. This sum was paid out by 
the U. S. Treasury and Recon- 
struction Finance Corp. over a 23- 
|}month period beginning in July, 
| 1940, and ended May 31, 1942. 

Expenditures in May came to 
$3,853,000,000—two and_ one-half 
times the figure for November, the 
month before Pearl Harbor, and 
more than four times expenditures 
jin May, 1941. A 10 percent gain 
| over the $3,505,000,000 expended in 
| April was recorded. 

No additional funds were author- 
ized by Congress for the war pro- 
, gram during May, and the total of 
$166,435,000,000 <‘revised) for the 
war program of United States 
Government agencies remained 
, the same as at the end of April. 

Contracts and other commit- 

ments for war activity in April, the 
| latest month for which such figures 
|are available, amounted to $9,906,- 
000,000. This compares with con- 
|tracts and other comitments of 
$16,395,000,000 in March, and $20,- 
932,000,000 in February, when war 
|; contracting reached a peak. At 
| the end of April, 35 percent of the 
jfunds programmed, or _ $38,259,- 
| 000,000 remained to be placed under 
| contract. 
| The WPB announced that the 
| average daily rate of war expendi- 
tures in May rose to $148,200,000, a 
| gain of 10 percent over the April 
| rate. This compared with an in- 
crease in spending in April over 
| March of 12 percent; March and 
| February each recorded monthly 
rate increases of 21 percent. 











|Ford Asked to Build 


Gliders for Army 

| DEARBORN.— Ford Motor Co. 
_has been requested by the U. S. 
| war department to begin immedi- 
| ate preparations for mass produc- 
| tion of large gliders for the army. 
| At present the project is merely 
|in the drawing-board stage, but 
work is being rushed. It is pre- 
sumed that the gliders will be used 
both to carry troops and freight. 
The Germans used the motorless 
craft successfully in the invasion 


| of Crete. 
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U.S., Britain to Pool 


War Production 


WASHINGTON. — A_ combined 
board to integrate Anglo-American 
arms production was announced 
last week by President Roosevelt 
and British Prime Minister 
Churchill. Donald M. Nelson, War 
Production Board chairman, and 


Capt. Oliver Lyttelton, British 
production chief, will compose 
the board. 


Standardization of equipment 
used by the United Nations—along 
with consideration of “the need to 
reduce demands on shipping to a 
minimum—will be a major objec- 
tive of the new Production Board, 
President Roosevelt said. In this 
way, it was assumed, the U. S. 
would concentrate on production of 
bombers (which can be flown to 
war theaters) while Britain would 
center on fighter planes which have 
to be shipped on long-distance trips. 

The Production Board was in- 
structed to combine the production 
programs of the United States and 


180,000 Planes 
A Year Seen 
Produced in U. S. 


DETROIT.—Theodore P. Wright, 
assistant chief of the WPB’s air- 
craft branch, told automotive engi- 
neers here last week that American 
airplane production will eventually 
triple current output. 

This statement, combined with 
one by Senator Elmer Thomas that 
U. S. warplane production is almost 
5,000 monthly, would mean that 
America eventually will be produc- 
ing 180,000 planes a year. 

Wright’s talk was in conjunction 
with a Ford Motor Co. display of 
American and Axis plane engines 
and other war products in the 
Engineering Society of Detroit's 
building here. 

Col. A. W. Herrington, president 
of Marmom-Herrington Co. and 
head of the Society of Automotive 
Engineers, also addressed the engi- 
neers, declaring that “our nation is 
fast approaching its destiny; we 
are fated to be the leaders of 
the new world.” 

zs ss & 


WPB Sets Committee 


For Cargo Planes 

WASHINGTON. — Creation of a 
special committee on cargo planes 
was announced last week by 
Donald M. Nelson, chairman of the 
War Production Board. Purpose 
of the committee is to obtain all 
the available facts relating to cargo 
planes, including the past use of 
airplanes for carrying cargoes and 
the future possibilities of such 
transportation techniques as they 
relate to production problems aris- 
ing from the war effort. 

Considerable interest has  becn 
shown recently in the possibilities 
of increasing the use of large-size, 
long-range airplanes capable of 
carrying substantial cargoes of all 
kinds. (Nash-Kelvinator has con- 
tracted to build large cargo planes 
for the government.) 

Nelson has charged his new 
committee with the job of making 
an objective study of the situation 
to see what the facts are as they 
relate to production problems, in- 
cluding the problem of raw mate- 
rials for possible cargo plane 
construction. 








Ostling Is "Appointed 


Engineering Chief 

DETROIT.—Carl A. Ostling has 
been apointed director of engi- 
neering for the United States 
Rubber Co. 

His immediate assignment is to 
speed conversion of the company’s 
properties to new war work. In- 
cluded is the transfer, now under 
way, of the Aircraft Tire Mfg. divi- 
sion from a plant in Wisconsin to 
facilities in Detroit which are now 
undergoing expansion, a_ transfer 
that is being made without inter- 
rupting production. 


Brett Aids Newhall 


WASHINGTON, Alden ©. Brett, 
treasurer and comptroller of the Hvuod 
Rubber Co., Watertown, Mass., has 
been appointed deputy coordinator for 
rubber, it is announced by Coordinator 
Arthur B. Newhall. 








the United Kingdom into a “single 
integrated program adjusted to the 
strategic requirements of the war, 
as indicated to the board by the 
combined chiefs of staff, and to all 
relevant factors.” 

Another objective will be alloca- 
tion of production facilities. He 
explained that America would at- 
tempt to concentrate on war 


weapons in which she excels and | 


Great Britain will do the same. 








GM War Deliveries Hit 


$5,000,000 Per Day 

NEW YORK.—General Motors 
is now delivering $5,000,000 in 
war goods daily, Chairman Al- 
fred P. Sloan revealed in a tele- 
gram read on the inaugural 
program Tuesday night of the 
corporation’s new radio show, 
“Cheers from the Camps.” 

“We still have a tremendous 
job to do but we will never relax 
for one moment until this flood 
of war weapons has become an 
avalanche of power in the hands 
of you soldiers to speed the day 
when you men can return to 
your homes,” Sloan said. 
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That’s the primary reason PLEXIGLAS is 
gun turrets, 
and other transparent sec- 
It is perfectly 
transparent and permanently clear. 


used for nose enclosures, 
servers’ domes 
tions on military aircraft. 


PLEXIGLAS is the trademark, Reg. 
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OU’VE got to see ’em before you can 
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Complete protection is important, too, for 
the gunner must be able to see and breathe 
and move his gun in the face of a 400-mile- 
an-hour slipstream. PLEXIGLAS is as strong 
as spruce, even in the substratosphere. 

Combined with these 
ease with which PLexicLas can be formed 
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Big Training Program Set 
For New Chrysler Plant 


CHICAGO.—One of the greatest 
industrial mass employment and 
training programs in the history of 
the nation is announced by Chrys- 

ler Corp., in connection with its 
|new Dodge Chicago aircraft engine 
| Plant, which is to be one of the 
| largest war structures in the world 
| “We're going to make it possible 
for tens of thousands of men and 
| women in all walks of life to learn 
new vocations, acquire real skill in 
|industrial production work,” said 
| John Haien, director of war plant 





advantages is the 


U.S. Pat. Off., for the acrylic resin thermoplastic sheets manufactured by the Rohm & Haas Co 


training for the corporation. 

“A man can learn his job,” stated 
Haien, “only by putting his hands 
on the tools he is to operate, study- 
ing the machine first and then 
studying what it is supposed to do 
in production. Each step, from raw 
materials through thousands of 
machining operations to finished 
product, will be graphically por- 
trayed and cha‘ted in the study of 
this high precision job of building 
aircraft engines On a mass _ pro- 
duction basis.” 


to streamlined shapes, its light weight. and 
its ability to yield with the give and take 
of the plane. 

These important properties, proved by six 
years of active 
PLEXIGLAS as 

a oe ee 
parent Plastic. 


service, have established 
“Aviation’s Standard Trans- 


m pany. 


ROHM & HAAS COMPANY 


Manufacturers of Leather and Textile Specialties and Finishes. . 


WASHINGTON SQUARE, 
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Fuel Rationing Hinges 
On Scrap Drive 


(Continued from Page 1) 


nationwide gasoline rationing, 
President Roosevelt told newsmen 
in Washington that he based his 
delay on the fact that no one 
knows the exact status of scrap | 
rubber, which he hoped could be} 
obtained quickly under a collection | 
campaign. 
(Senator Ellender and Rep. 

Patman have introduced a bill 
in Congress, claiming that the 
use of only 3,500 tons of crude 
rubber, along with sufficient re- 
claimed rubber, would provide 
sufficient retread material to 
keep serviceable tires on 20,000-, 
000 cars for the war’s duration. 
See story in Automotive News 
issue of June 8.) 

No two persons have given him 
the same estimate on scrap rubber 
available in the U. S., Roosevelt 
said, as borne out by the fact that 
official and semi-official estimates 
have ranged from _ 1,000,000 to 
10,000,000 tons. 

Through the WEB tire com- 
mittee, headed by James Zeder and 
Charles F. Kettering, parallel re- 
search on an “interim” tire by tire, 
oil and chemical firms will be 
avoided and thereby speed up de- 
velopment, Zeder, in announcing 
the pooling of all resources of 
various firms working on the prob- 
lem, emphasized that the com- 
mittee had taken up the task 
voluntarily and is reporting its 
progress to the government on its 
own initiative. 

He warned, however, that a 
solution to the civilian-tire prob- 
lem is “not just around the 
corner,” but declared that the 
committee was “hopeful.” It was 
apparent that present casings on 
cars would be the basis for solving 
the civilian tire problem, through 
the use of some type of “overshoe” 
or coating, made of non-strategic 
material. 

While declining to discuss the 
types under study, Zeder observed 
however that it is “criminal to use 
tires after the tread is worn off.” 
He also pointed out that ungrooved 
tires last longer, even though they 
are unsafe from a_= skidding 
standpoint. 

Serving with Zeder and Ketter- 
ing on the WEB’s tire committee 
are J. M. Crawford of Chevrolet, 
R. H. McCarroll of Ford, E. B. 
Babcock of Firestone, S. M. Cad- 
well of U. S. Rubber, R. P. Dins- 
more of Goodyear, Howard E. Fritz 
of Goodrich, E. F. Wait of Ford, 
W. M. Phillips of General Motors, 
W. J. McCourtney of Chrysler, plus 
representatives of General Tire, 
Dunlop, Seiberling, Dow Chemical, 
Monsanto Chemical, Standard Oil, 
Du Pont, Union Carbide and 
Hercules Powder Co. 

Dr. Willard H. Dow, president of 
Dow Chemical, said his company 
was expanding its production of 
Thiokol to the end that sufficient 
retread material may be available 
for 1,000,000 tires a month, starting 
late this summer. It was assumed, 
however, that military needs would 


be met first; nevertheless, the 
faster synthetic production is 
reached in volume, the’ sooner 


ersatz will be available to civilians. 

Dr. Dow, pointing out that Thio- 
kol ingredients (caustic soda, chlo- 
rine, ethylene and surfur) are in 
abundance in this country and that 
the process for making the syn- 
thetic is simple, declared that “we 
will never return to natural rubber 
after the war, however abundant it 
may become.” Thiokol retreads 
will compare in price with those of | 
camelback, from $6 to $8 _ per| 


tire, he said. 
a. * * 


Rural Highway Traffic 


Dips in East 
WASHINGTON.-~—-Highway de- 
partments of eight states have| 
reported to the Public Roads Ad- 
ministration that early scattered | 
counts indicate highway traffic in| 
Atlantic seaboard states has de-| 
clined sharply since gasoline ra- 
tioning went into effect. Travel on 
roads to recreational areas showed | 
the greatest effect of rationing, | 
according to PRA announcement. | 
Reports from Maine, Connecticut, 
Rhode Island, New York, Pennsyl- | 
vania, New Jersey and the Caro- 
linas indicate that total traffic on 
rural roads the first two full weeks 





since rationing was 55 to 65 percent 
of the volume the corresponding 
week a year ago. 

+ * * 


Fuel Tax Raise Rejected 
But Oil Levy Boosted 


WASHINGTON. — The House 
Way and Means Committee voted 
last week to retain the one-and-a- 
half-cent-a-gallon federal tax on 
gasoline, instead of raising it to 
three cents as recommended by the 
Treasury in order to _ produce 
$200,000,000 in new revenue. 

The committee also agreed to 
raise the excise tax on lubricating 
oil from 4% cents a gallon to six 





cents, compared with the request 
of the Treasury that it be 10 cents. 
It was estimated the six-cent tax 
would yield about $7,500,000. 


Fuel Dealers Warned 


Of ‘Black Market’ 
ASHINGTON. — Any service 
station operator who engages in 
“black market” activities or favors 
his best customers with extra gaso- 
line will force himself out of busi- 
ness and make himself liable to 
criminal prosecution, under the 
permanent gasoline rationing pro- 
gram scheduled to take effect 
next month. 

OPA warned station operators 
that they will be subject to strict 
audit control and will be required 
to turn over to suppliers the exact 
number of stamps for the amount 
of gasoline delivered to their sta- 
tions on essentially the same basis 
his customers must turn coupons 


over to him. 


OPA’s New Pa. Chief 


Draws Gov’s Ire 


ship. After a second fruitless at- 
tempt to receive five names from 


HARRISBURG, Pa. — Appoint- 
ment of Raymond F. Ashenfelter 
as OPA director for Pennsylvania, 
to administer rationing and price- 
fixing rules and regulations, has 
started a word-battle between Gov. 
Arthur H. James and all comers. 


So far Gov. James has not pulled 
many replies, but the governor’s 
office daily is issuing “statements” 
of several pages attacking various 
phases of the rationing setup. 

OPA chief Leon Henderson on 
Apr. 20 asked Gov. James to name 
a panel of five nominees for 
the Pennsylvnia directorship. The 
governor refused to do this, insist- 
ing that T. Elmer Transeau, in- 
cumbent state rationing adminis- 
trator, be given the OPA director- 





which to select one, Henderson 
named Ashenfelter, Pittsburgh de- 
partment store executive. 

Gov. James now charges that the 
OPA will spend $16,000,000 annually 
to administer its program in Penn- 
sylvania will use the administrative 
setup at a vote-getting machine. 

Describing Ashenfelter as “a 
babe in arms in politics,” the gov- 
ernor said “he is now sitting down 
in a politicial poker game with 
some of the sharpest players who 
ever drew a hand in the Big or 
Little New Deal. Mr. Ashenfelter 
had best watch himself or he 
will . . . lose his shirt and go home 
wearing a barrel.” 
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# Scrap Rubber Tonnage 





Put at 500,000 


NEW YORK. — Contradicting 
claims that there are “many mil- 
lions of tons” of scrap rubber avail- 
able, United States Rubber Co., in 
a special study released last week 
estimates that approximately 500,- 
000 long tons of scrap might be 
recovered by intensive collection 
methods. 

The company is one of the 
largest processors of used rubber, 
and the head of its chemical divi- 
sion, J. P. Coe, is president of the 
Rubber Reclaimers Assn., national 
trade organization of the industry. 

The survey, conducted by the 
Business Research Department of 
the company, covers the last five 
years’ supply. Normally, it points 
out, scrap not collected and re- 


claimed in the year is discarded 
and considered lost beyond re- 
covery. Now, however, the situa- 
tion is entirely different and 
extreme methods are under con- 
sideration. 

A shortage in the 1941 surplus of 
tires is foreseen due to the fact 
that old tires have found their way 
back into use via the used tire 
market, which sprang up with the 
restriction of new tire sales. 

With 1,600,000,000 pounds of tires 
available, 714,000,000 pounds were 
consumed by reclaimers last year, 
leaving a surplus of 890,000,000 
pounds. The study estimates that 
about 50 percent of this is 
recoverable. 

A good harvest of the 1940 sur- 


AUTOMOTIVE NEWS, JUNE 15, 


plus should be gathered, the com- 
pany feels, since this should be too 
far gone for re-use and yet not out 
of sight too long to preclude its 
reappearance. This figure is also 
fixed at 50 percent of the surplus 
or 330,000,000 pounds. 


Beyond these years the estimate 
is frankly speculative, but the re- 
coverable invisible supply is be- 
lieved to be about 25 percent for 
1939 or 220,000,000 pounds, and 
10 percent each for 1938 and 
1937 totaling 78,000,000 and _ 66,- 
000,000 pounds, respectively. This 
reaches a total of 500,000 long tons. 

The average tire scrapped in the 
past few years weighed 28.7 
pounds when new and lost 12 per- 
cent of its weight in use. There- 
fore, the average weight is 25 
pounds per tire. To arrive at the 
net available supply the volume of 
scrap is increased 10 percent to 
allow for tube and other types of 
scrap, and net exports are 
deducted. 
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Where tomorrow—iho knows? Yet it takes no crystal 
ball for vou to realize that vour business of tomorrow 
rests upon what vou do today. Likewise it is clear 
to us that any advertising medium which wishes to 


be of real assistance must recognize that the prob- 


varied than ever in this wartime economy. 


In the automotive field. for instance, your problem 
today is to protect the franchises so carefully de- 
veloped, and the reputations built up in the public 
mind. Radio is the most economical means to “keep 
7em remembering.” but even radio can seem expen- 


sive when no immediate returns can be expected. 


The Blue Network has taken the lead in recognizing 


tisers. Likewise the Blue has introduced a practical 


plan to meet the problem. 


Through it advertisers who qualify may obtain a 52 


week “keep “em remembering” schedule at the rate for- 


lems of its clients. present and potential, are more 


1942 





Sloan Pledg 
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es Full Aid 





To GM Dealers 


(Continued 


from Page 1) 


effects of the transition from a engaged in merchandising enter- 


peace to a war economy would be 
felt by all forms of enterprise, par- 
ticularly those engaged in retaling 
and servicing consumer goods, “the 
automobile dealers have a respon- 


‘prises. It follows, therefore, that 
| the automobile dealer is entitled to 
the fullest possible support of 
everyone as an_ essential  in- 
strumentality in the war effort in 


sibility to the war effort somewhat | support of the production front.” 


different from that of other 
merchandising groups. 

“While a certain proportion of 
existing passenger cars is non- 
essential, yet a large number are 
indispensable and must be main- 
tained or an all-out war effort can- 
not be effectively supported,” Sloan 
said. “That is why the functions 
of the automobile dealer differ 
importantly from those of others 


PRESENTING A NEW PLAN TO PROTECT TOMORROW'S BUSINESS TODAY! 


merly paid for 13 weeks of competitive selling. \t pre- 
serves the principle of the 13-week cycle which has 
been such a vital factor in the suecess of radio adver- 
tisers. while the “teaming” feature extends the effec- 


tive life of a 13-week contract over a 52-week period. 


“Teamed sponsorship” is the first: basic “market 


insurance” plan especially suited to the needs of 


advertisers whose consumer sales have been stopped 
by the war. It could only have come from the Blue 
—a company young enough to be tree from conven- 
tion. vet old enough in the ways of radio to realize 
that unusual situations call for unusual remedies. 


If the Blue representative hasn't already called on 


you and vou want full details about this unique plan, 


the need for special consideration for sueh adver- 


just ring us on the phone and we'll be right over. 


Our Detroit office is at 802 Fisher Building. Trinity 


2-7900. You will find that it’s easy to do business 


with the Blue! 


The plan is called “TEAMED SPONSORSHIP.” 


2, 


Blue Network Co., A Radio ¢ orporation of America Service 





that GM dealers 
important adjunct 
the message 


Pointing out 
constitute an 
to the corporation, 
stated: 

“GM car dealers in the United 
States at the end of 1941 had an 
investment of approximately $350,- 
000,000 in outlets engaged in the 
distribution of GM products. These 
dealers represent approximately 
16,000 centers of distribution lo- 
cated in communities everywhere 
throughout the country. 

“It is clear that such an organi- 
zation represents a tremendous and 
essential asset, the result of a con- 
sistent, aggressive effort expended 
over many years. To rebuild it 
would require a _ corresponding 
effort, involving particularly the 
element of time. It could not be 
accomplished in terms of days or 
months. It would be a matter 
of years. 

Circumstances resulting from the 
war effort have placed in serious 
jeopardy the economic foundation 
upon which the dealer organiza- 
tions have been so_ successfully 
built. It is a matter of great con- 
sequence to the long-term interest 
of all concerned that every as- 
sistance that may be _ properly 
rendered should be extended to the 
dealers in this hour of their great 
need, brought about by circum- 
stances entirely outside of their 
own control—outside the control 
of all of us, so far as_ that 
is concerned. 

Noting the fact that, with the 
production of passenger cars neces- 
sarily cut off for the duration, sales 
of new cars are necessarily limited 
to essential uses and that tire and 
gasoline conservation has further 
curtailed the dealers’ activities, the 
message said: 

“It is the policy of the corpora- 
tion to extend all possible coopera- 
tion in order to enable its dealers 
to carry on through the duration 
and emerge at the end in as sound 
a position as possible so they may 
continue effectively to discharge 
their obligations to themselves and 
to the customer as they have in 
the past. 

“Early in March the corporation 
adopted a policy wherebv it agreed 
to take back from its dealers for 
redistribution new cars in excess 
of what the dealers thought were 
desirable to be carried. A similar 
policy was adopted with regard to 
parts and accessories. 


“Definite benefits were offered to 
dealers who aggressively tackled 
the job of readiusting their affairs 
to existing circumstances to the 
end that thev could carry on 
through the duration. They are to 
receive certain preferences when 
the time arrives for the resumption 
of production of motor vehicles for 
civilian use. And in many other 


ways the corporation has_ en- 
deavored to be helpful. 
“It is hoped that further 


policies may be inaugurated as 
time passes, whereby additional 
constructive assistance may be 
rendered.” 

Sloan paid tribute to the patriotic 
and cooperative spirit that pre- 
vailed among the dealers, declaring 
that despite a full realization of the 
problems they face, importantly 
affecting their investment and the 
stability of the enterprises they 
have bulit up through years of in- 
tensive effort, there has been no 
complaint, but on the contrary 
recognition that what was being 
done was for the common good. 
The dealers, he added, are deter- 
mined to carry on and to continue 
|to discharge their responsibilities 
|in the maintenance of so essential 
a service. 


Rinse Gee Shed 


SALISBURY, N. C. — The Rowan 
county board of commissioners has 
voted unanimously to slash privilege 
licenses for automobile dealers and 


service stations for a period of one 
year. Board ordered the tax on anto- 
mobile dealerships reduced from $85 to 
§5 for the vear, and on service stations 
from $7.50 to $1 The fiscal year 
begins July 1. : 
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Chevrolet Service 


Volume Up 


43% 


(Continued from Page 1) 


the same period in 1941; that 3,960 
of his 8,000 dealers have added 
merchandise sidelines; that Chev- 
rolet’s percentage of the industry’s 


car and truck sales in 1942 
show an increase of 39.5 percent 
over 1941. 


“We'll sell as long as we have 
anything to sell,” was the cryptic 
remark of the master salesman as 
I finished my peek. “When you're 
through selling, your’ through.” 
And he emphasized “through.” 

Bill Holler is still selling cars 
and trucks—at a time when you 
need a government OK to buy one 
and at a time when you may need 
government sanction for the gas- 
oline it takes to run one. But 
restrictions, regulations and ration- 
ing, while they have cut down the 
accelerating sales pace established 
by Chevrolet in 10 of the past 11 
years, have not deterred Holler 
from fighting to maintain leader- 
ship through the _ duration to 
insure a flying start for Chev- 
rolet when peacetime pursuits may 
be resumed. 

Immediately after Pearl Harbor, 
Holler told his organization, “Now 
we must clear the decks as fast as 
humanly possible in order that we 
may concentrate on contributing 
our share toward winning this 
war. Chevrolet dealers can become 
powerful forces in their respective 
communities in the big job of 
unifying American effort. But to 
do that, they must be able to 
operate unhampered by the re- 
straining, disturbing influences of 
unsettled business. Clear the decks 
for action . . . now!” 


14 Schools Held 

As early as May, 1941, Chevrolet's 
wholesale organization was point- 
ing toward a future that could be 
seen but dimly, yet one in which 
certain facts were beginning to 
take form. Streamlining his field 
force for concerted effort along 
lines certain to emerge as funda- 
mental, Holler set up a program 
of “Specialization for Efficiency.” 
In 14 schools between May 1 and 
Oct. 15, 732 key field men were 
brought to Detroit or Indianapolis 
(site of Chevrolet’s truck body 
plant), for three-week courses in 
business management and account- 
ing, truck merchandising, and 
service merchandising and man- 
agement. 

Under Holler’s supervision, these 
field men relayed to the dealers 
the benefits of their new training, 
with the result that dealers like- 
wise began to “streamline” for 
action, and since have met success- 
fully the business perils of wartime. 


IN AT A DeWITT 
OPERATED HOTEL 


Ju Cleveland 


THE HOLLENDEN 
Inu Columlus 
THE NEIL HOUSE 
Ju Akron 
THE MAYFLOWER 
Ju Lancaster, O. 
THE LANCASTER 
Iu Coming, N. Y. 
THE BARON STEUBEN 


THEO. DeWITT - PRESIDENT 
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Long before dealers faced the 
problems peculiar to these times— 
curtailed production, instalment 
sales restrictions, production sus- 
pension, “freezing” and finally, 
rationing—Holler recognized the 
need of revamping sales procedures 
on a national basis to insure uni- 
fied action on the part of all in the 
sales side of the Chevrolet picture. 
Monthly management conferences, 
which brought the dealers authen- 
tic information while it was still 
“news,” took on a new significance, 
as the dissemination of last-minute 
information became more impor- 
tant to the dealer. In April of ’41, 
these meetings were instituted on 
a regular basis, with regional man- 
agers convening in Detroit with 
the Central Office staff to review 
policies and programs and bring 
the field outlook into the picture. 


Pipeline to Detroit 

Zone managers met at the eight 
regional centers, to hear first-hand 
the monthly reports of their 
regional managers, and _ relayed 
them in district conferences with 
the dealers in their areas. Uni- 
formity of policies, programs and 
subjects discussed did much to 
weld unanimity among the retail 
organization through a setup that 
gave every dealer a direct “pipe- 
line” to Detroit. 

Annual’ conferences, held’ by 
Holler’s assistant general sales 
managers, have formed another 
strong link in the chain of amity 
connecting Chevrolet and the divi- 
sion’s dealers. These parleys were 
not abandoned in 1942, for in 
Holler’s opinion advice and assist- 
ance were needed more than ever 
by the harried and_ distraught 
dealer body. 

Between Jan. 10 and Feb. 15, this 
year, T. H. Keating, K. M. Chase 
and E. A. Nimnicht—all assistant 
general sales managers—“traveled 
the territory,” conducting intensely 
organized programs covering ex- 
pense reduction and increase of 
service gross 


Cut Expenses 36% 

“Service to Survive” became the 
theme of these conferences, for it 
became increasingly apparent that 
service would be the backbone of 
the retail automobile picture. New 
plans and promotional ideas to in- 
crease service sales were offered by 
the assistant general sales man- 
agers, while an expense forecast 
and re-budgeting aid were offered 
to help retailers lower their outlay 
in line with a diminished sales 
potential. 

In April, Chevrolet dealers re- 
duced their fixed expenses 36.9 per- 
cent below an average month in 
the preceding year, despite the 
fact that they were saddled with a 
$600,000 monthly cash outlay for 
storage and maintenance of 
“frozen” cars and trucks. 

Service sales increased 43.5 
cent for an average month in 
over the same period in 1941, as I 
already have reported. And, due 
largely to Holler’s insistence upon 
a realignment of dealers’ business 
management systems, service in 
1942 paid 96.9 percent of the Chev- 
rolet retailer’s fixed expenses. Con- 
trasted with the 61.5 percent serv- 
ice paid the year before, the figure 
accounts in large measure for the 
singularly low dealer mortality rate. 

Sidelines Sought 

By mid-January, it had become 
evident to Holler that a great 
economic waste was imminent, in 
that some 8,000 Chevrolet dealers 
were supporting expensive, hand- 
some sales rooms that by govern- 
ment edict could no longer return 
a profit. On Jan. 16, Holler estab- 
lished a National Merchandising 
Service and Procurement depart- 
ment, devoted to one cause only— 
the discovery of new types of mer- 
chandise that could be retailed by 
Chevrolet dealers at a profit to 
themselves and benefit to the com- 
munity in which they resided. To- 
day, actually 3,960 of the 8,000 
dealers in the country have added 
merchandise sidelines to their war- 
stricken automobile business. 

Variety merchandise lines, house- 
hold heating and lighting equip- 
ment, gasoline and oil at wholesale, 
bicycles and motorcycles, farm 


per- 
1942 


machinery and equipment, house-| in the wholesale organization, or | 
hold appliances, civilian airplanes, | dealers, or dealers’ employes, have dioxide carried in a container bu 


| 
| 





WAR PRODUCTION chiefs visit Chrysler tank arsenal in Detroit. 
unt, Chrysler tank arsenal manager; Donald Nelson, U. S. 
K. T. Keller, Chrysler Corp. president; and Oliver Lyttelton, 


right, E. J. H 
roduction chief; 


ritish minister of production. 





illiam E. Holler 
. “We'll sell as long as we 
have anything to sell.” 


farm feeds—were some of _ the 
many lines taken on by your 
neighborhood Chevrolet dealer. 

“Service to America’s motorists 
must be maintained,” Holler said, 
“but it can be maintained effec- 
tively only if Chevrolet dealerships 
remain in business, for there are 
more than 8,000,000 Chevrolets on 
the roads today.” 

With rationing of motor cars an 
actuality, the need for a compre- 
hensive view of a clouded and in- 
definite picture as far as retailers 
were concerned was noted by 
Holler. With 171,000 cars and 
trucks worth $140,000,000 tied up 
to be released in driblets, dealers 
were uncertain as to how even 
those driblets were to be assured. 
To provide accurate information as 
soon as it was made available, 
Holler organized his National 
Priority Sales and Stoek Release 
Plan, a comprehensive information 
service for the retail businessman. 


Abreast of News 

The need for an orderly sale 
and the necessity for a dealer 
realizing his full, legitimate profit 
on each deal were clearly under- 
stood by Holler, for he knew that 
large stocks and few eligible pur- 
chasers meant an unsound com- 
petitive condition, disastrous not 
alone to the dealer but dangerous 
to the national economy in a na- 
tion wherein personal transporta- 
tion is a basic commodity. 

A Central Office staff was as- 
signed to the task of keeping 
abreast of latest Washington moves 
in the car-rationing field. Through 
assigned specialists in the field, 
these men filtered information di- 
rect to dealers. Assistant regional 
managers were put in charge of 
assistant zone managers to super- 
vise and coordinate the work. 

Zone truck managers, zone car 
distributors, city managers, assist- 
ant zone managers assumed re- 
sponsibilities for soliciting seg- 
ments from each of the approved 
eligible departments, both military 
and non-military, as well as 
each separate group of essential 
civilians. 

Jobs Are Sought 

Foreseeing the necessity for 
trimming his own staff, and seeing 
men cast adrift about him through- 
out the industry, Holler in Decem- 
ber, 1941, established the Chevrolet 
Placement Bureau, a “re-employ- 
ment” agency specifically charged 
with the job of re-locating trained, 
experienced Chevrolet men. 

Under the direction of a Detroit 
supervisor, suboffices were set up 
in Washington and on the West 
Coast to ferret out jobs for the 
men. A total of 310 men formerly 


Left to 
war 


been placed by this bureau with 
such agencies as OPA, WPB, Brit- 
ish Purchasing Commission, and 
the Lend-Lease Administration, as 
well as in the Signal Corps, the 
Air Service Command, the Quar- 
termaster Corps, and the Ordnance 
Department. Many of them are 
now commissioned officers in the 
Army, Navy, or Marine Corps. 

In addition to the national bu- 
reau, Chevrolet maintained 37 zone 
committees to assist dealers with 
employe placement advice. 

Meanwhile, dealers were forced 
to trim their sails for the rough- 
going imminent. Selling activity 
was at a standstill, and the sales 
momentum built up through a 
decade of leadership was ebbing. 

Holler saluted the lifting of the 
automobile “freeze” by announcing 
simultaneously in 37 big zone dealer 
meetings, the Chevrolet Victory 
Sales Campaign, a concerted drive 
designed to bolster morale and 
move stocks. 


Special Drives Help 

Quotas for all regions, zones and 
cities were established; prizes in 
defense stamps were pledged, with 
the campaign under way from 
March 15 to May 15—a 60-day in- 
tensive drive in every department 
of the dealer’s business. 

New car sales, new truck sales, 
used car and truck sales, customer 
labor sales, accounts. receivable 
cleanups, and collections were the 
six prongs of the pincer drive. A 


substantial advertising campaign 
was scheduled. Window posters, 
letters, wires, special mailing 


pieces, individual plan books, sales- 
stimulating letters to wholesale 
personnel—all contributed to a 
campaign that resulted in a 39 
percent increase over Chevrolet 
dealers’ normal percentage of the 
automobile business. 

“Which proved again,” Holler 
said, “the importance of organized 
promotional activity, linked with a 
strong advertising campaign, to the 
success of a selling program.” 

To maintain and accelerate the 
momentum recaptured through the 
Victory Sales Campaign, a second 
drive was immediately launched 
for June, with each region staging 
its own campaign in its own fash- 
ion. Quotas again have been set; 
prizes again are awaiting winning 
dealers and their salesmen. 

“And other campaigns will fol- 
low,” Holler said. 

While carrying on the multifold 


War Training Course 
responsibilities indicated above on 
the one hand, the Chevrolet service 
department was developing a War 
Products Training course. Thou- 
sands of men in the armed forces 
have been trained at Chevrolet’s 
expense to service, repair and 
maintain Chevrolet trucks, great 
standard Army transport vehicles. 





TESTING A 10-man rubber landin 
demonstrate 
Co., these collapsible rubber boats 





a practice-landing operation. 





FOB Factory 


(Continued from Page 6) 


will deflect the shell and thus avoid 
complete penetration. This permits 
the use of thinner sections of plate 
than would be required if a single 
section were used. An idea like 
this would appear ideally suited 
to the armoring of aircraft, where 
it is imperative to use the lightest 
gauges of armor plate possible. 


Are Designs 


Practical? 

DO INDUSTRIAL stylists or de- 
signers ever study the practical 
application of their creations? 
There seems to be some question 
about this. An eastern executive, 
after looking at Loewy’s design of 
a car for the future, notes that 
the rear overhang is so extended 
that the rear of the car would 
scrape the pavement on an incline 
with the mild steepness of only 
2 inches to the foot. Considering 
present-day ramps, driveways and 
other inclined passages, such a 
condition would rule out this car 
for all practical purposes. 

Even some of the present 1942 
models have the unhealthy habit 
of dragging rear bumpers on 
grades because of long overhang. 
To extend this feature is simply 
to forget practical considerations 
in concentration on the esthetic. 
Maybe industrial designers should 
be required to build up their 
creations and drive them around 
before submission to manage- 
ments. Their usual answer to 
such a suggestion, however, is 
that they leave all such matters 
to the engineers, preferring to 
keep within the confines of their 


drawing boards. 
Ss 2 


Allied Warplane 


Output Up 

SPEAKING BEFORE the Engi- 
neering Society of Detroit and the 
Detroit section of the Society of 
Automotive Engineers last week, 
T. P. Wright, assistant chief, air- 
craft branch, WPB, pointed out 
that aircraft production in plants 
of the United Nations was now at 
a monthly rate 27 percent ahead of 
the Axis powers, and within a year 
would be outstripping the Axis by 
2 to 1. This is a comforting out- 
look. The hope might be added 
that these planes also will be out- 
stripping the Axis in the same 
ratio with respect to range, rate 
of climb, firepower, ceiling, speed 
and maneuverability. 

Two interesting aircraft en- 
gines were on display at an 
exhibit sponsored by Ford and 
held in connection with the 
above mentioned meeting at the 
Rackham Educational Memorial 
in Detroit. One was a Japanese 
Mitsubishi 14-cylinder engine of 
something under 1,000 horse- 
power. The other was a German 


Mercedes-Benz 12-cylinder  in- 
verted-V liquid-cooled engine. 
The Japanese engine was a 


pretty good copy of the features 
of various American engines and 
must have been produced, ac- 
cording to a Wright engineer, 
“under limitations of time and 
tooling that we would consider 
impossible.” 

The German engine was some- 
thing else again. Engineers in- 
specting it were in some cases 
amazed at the characteristic Ger- 
man precision of detail the job 
reflected. 


It costs you about a penny-a-day to 
keep abreast of the automotive news-— 
better renew NOW! 
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boat on an inland lake, U. S. soldiers 


Built by Firestone Tire & Rubber 


can be inflated in a few seconds by carbon 
ilt into the side of each boat. 
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Millions of motorists are going to 


CHEVROLET 
DEALERS 


for “Service That Satisfies - - 
Service That Saves” 


TRAINED QUALITY LOW 
MECHANICS MATERIALS COSTS 


The motorists of America know it pays to see a 

Chevrolet dealer for service on any car or truck.... 

Because Chevrolet dealers are service specialists who 

Raat offer them the advantages of trained mechanics, 
ta) quality materials, low costs. ... And because, 
for years, Chevrolet dealers have had the largest 

number of trade-ins and, therefore, the widest 


experience in servicing all makes and models. 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT, MICHIGAN 


ORIGINATOR AND 
OUTSTANDING LEADER 
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WHEN YOU HAVE 
THE CHEVROLET 
FRANCHISE YOU 


CONSERVE 2A OK 01 ONT AT ameNlet (cs 
aT RRO) my as) HAVE FRIENDS PRS SYSTEM 
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‘Measuring Sticks’ 


For Service 


LANSING.—Everyone will agree 
that it is much easier to do a job 
if you have a clear understanding 
of just what the job is, says M. J. 
O’Connor jr., Oldsmobile business 
management manager. 

Today, every dealer is faced with 
the job of increasing his Customer 
Labor Sales if he wants to make 
ends meet during the period of the 
war. But the term “Customer 
Labor Sales” is a broad, general 
term covering a multitude of 
specific labor operations. Hence, 
the real job confronting every 
dealer is that of increasing the 
sales of each of these individual 
labor operations. 

This brings up an _ important 
question—How many of each of 
these individual labor operations 
should a dealer sell? For example, 
how many chassis _lubrications 
should he sell, how many engine 
oil changes, motor tune-ups, etc. 

Matter of Chance? 

If he can answer those ques- 
tions, then his job of increasing 
Customer Labor Sales becomes 
very tangible and much easier of 
accomplishment, because he can 
then establish sound sales quotas 
for each labor operation, and can 
thereafter tell by his daily sales 
performance whether he is selling 
the proper quantity of each opera- 
tion, and if he finds he is not, 
then he knows exactly where ad- 
ditional selling effort is required. 

On the other hand, if he can’t 
answer those questions, he must, of 
necessity, work more or less in the 
dark, and the job of increasing his 
Customer Labor Sales becomes 
more or less a matter of chance. 

Believing that reliable informa- 
tion of this nature would be of 
great interest to Oldsmobile deal- 
ers, and that it would be very help- 
ful to them in their efforts to in- 
crease their Customer Labor Sales, 
the Oldsmobile field organization 
analyzed the Customer’ Repair 
Orders of five dealerships in each 
of the 20 zones across the country 
—or a total of 100 dealerships. 

In each of these dealerships, the 
analysis covered all of the Cus- 
tomer Repair Orders for the 
months of February, April, July, 
and November, 1941. It was felt 
that these months produced a 
reliable sample, because it con- 
tained two months (April and 


November) when owners customar- 
ily have work done to prepare 
their cars for seasonal driving, and 
two months (February and July) 
that are not so influenced. 
Sampling Is Conservative 
In all, 


a total of 237,984 Cus- 





A SIMPLE applicator tool, intro- 
duced by U. S. Rubber, makes static 
treatment as easy and quick as inflat- 
ing a tire. One tablespoon of U. S. 
automotive static neutralizer powder 
is poured into the applicator and the 
cap replaced. The unit is then screwed 
to the tire valve like an ordinary valve 
cap, and the air hose chuck is applied 
to the valve at the top of the sope- 
cator, the whole treatment taking less 
than one minute for each tire. One 
application of this powder ends static 
charges; no more ‘shocks’? when 
touching car door handles or other 
metal parts—almost complete elimina- 
tion of radio static; elimination of pin 
holes in tubes caused by static. 


tomer Repair Orders were ana- 
lyzed. Consequently, the sample 
is a very large one, and therefore 
considered reliable. 
should be pointed out that the 
resultant figures, which we term 
“Service Measuring Sticks,” 
considered to be _ conservative, 
rather than _ optimistic, 
these figures cover a period when 
dealers were primarily interested 
in selling cars, rather than service. 

In making the analysis, 23 of the 


more important and frequent labor 


operations were listed, and all 
others were grouped under “mis- 
cellaneous.” Also, under the caption 
“Major Overhauls’ were grouped 
Hydra-Matic overhauls, clutch dif- 
ferential and transmission, starter, 
and generator overhauls. 

Here are the National “Service 
Measuring Sticks” 
this analysis. All figures are shown 
on a “Per 100 Repair Orders” 
basis. In other words, this analysis 
shows that every time 100 Cus- 
tomer Repair Orders were written, 
the average Oldsmobile dealer, na- 
tionally, handled 44.6 lubrication 
jobs, 32.6 engine oil changes, 7.5 
transmission and differential re- 
fills, etc. Similar 
Sticks” were compiled for each of 
the 20 Oldsmobile zones 


Zones Offices. 
“Average” Customer 
Service Order 
Per 100 
Customer 
Operation 


Chassis Lubrication 44.6 


eee eee 


Engine Oil Changes....... 32.6 
Transmission and Differ- 
ential Refills ........... i. 
Wheel Repacks ........... 6.5 
Refill Shock Absorbers.... 2.9 


Overhaul Shock Absorbers 0.2 


Engine Tuneup ........... 12.8 
Overhaul Carburetor .-:.. 3.1 
Overhaul Fuel Pump...... 1.5 
Valve Grind ............. 1.3 
Check and Adjust 

REORGIIEMOD co occecccssecs 2.6 
Align Front Wheels....... 3.3 
Adjust Steering .......... 1.9 
Re-adjust Brakes ........ 8.0 
Re-line Brakes ........... 2.3 
Tighten Car .............. 2.7 
RN ooo sic nied wiere auras 11.7 
eer 2.3 
Hydra-Matic Oil Changes. 2.7 
Body and Fender Work.. 11.0 
Major Overhauls ......... 6.6 
NE | acGiissaadcdoweaw's 2.2 
Drums Turned ........... 1.1 
Miscellaneous ............ 43.4 


Here for the first time are some 
service sales. 
They are very interesting, and can 
The ques- 
tion is—how can they be put to 


real facts about 


be made very useful. 


practical use. One way imme- 


diately suggests 


“Measuring Sticks” in order to 


find out where the service selling 


job is weak, and then take steps to 
| correct the weakness? 


| Most Important Thing 
That, of course, could be done. 
However, 
like having a “still” picture of the 
patient. It would show how the 
operation stacked up as of the 
time the analysis was made, but it 
wouldn’t show how it looked three 
months, six months or a year 
later—and it would not enable the 
dealer to find out whether his 
service selling job was improving 
or growing worse. After all, be- 
ing able to tell whether the serv- 
ice selling job is improving, or 
growing worse, as time passes, is 
the really important thing to 
know—and such a method would 
not give that information. 

There is another very simple 
and practical way of using these 
“Measuring Sticks,” and one that 
is also very interesting. Conse- 
quently, it should appeal to every 
dealer who is interested in steer- 
ing his business through the 
present storm. 


For example, can you answer 
these questions about your own 
business—How many of each of 
these 24 labor operations are you 
selling per 100 Repair Orders? Is 
your selling effectiveness better or 
worse than these “Measuring 
Sticks”? Has your selling effec- 


However, it 


are 


because 


developed by 


“Measuring 


in the 
country and are available in the 


Repair Orders 





itself—why not 
make a similar analysis of every 
dealership’s service sales and then 
| compare the results with these 


it would be somewhat 




















Plus Business 


How the government is send- 
ing plenty of plus-business into 
the shops of truck dealers is 
told in the June issue of Auto- 
motive Service, the companion 
trade publication of Automotive 
News. 

This story, entitled “ODT 
Fosters Truck-Saving Mainte- 
nance Program,” tells how this 
governmental department, under 
whose jurisdiction comes ll 
“on-rubber” transportation, is 
asking every owner of a truck 
to take his vehicle into a 
properly-equipped service sta- 
tion and have it inspected, to 
the end that all misadjustments 
that make for excessive wear of 
tires or failure of functional 
parts will be corrected at once 
so as to conserve these vital 
products. 





improving or growing worse as 
time has passed? 

Certainly, it should be most in- 
teresting to know the answer to 
these very important questions 
about your own 
only today, but every day in the 
future. 

Measuring Sticks 


For any dealer who is interested 
are 


these “Measuring Sticks” 
suggested: 


—At the beginning of 


sume 
of May. 
Decide on the dollar 


Repair Order. 
—Divide the 


Per Repair Order” job 


the month. 
be 600 Repair Orders. 


—Multiply each of the individual 

“Measuring Sticks” by 6 (be- 
cause 600 Repair Orders represents 
six blocks of 100 Repair Orders, 
are 
all on the basis of 100 Repair 
This gives you a monthly 


and the “Measuring Sticks” 
Orders). 
sales quota for each labor opera- 
tion. For example, 
quota for’ chassis 
would be 6 times 44.6, 
lubrication jobs. 


or 268 


—Divide each of these monthly 


quotas by the number of work- 
ing days in the 
securing a daily quota for each 
labor operation. 
there are 25 working days in May, 


then the daily quota for chassis 


lubrications would be 268 divided 
by 25, or 11 jobs per day. 

—Post these daily quotas at the 

top of your “Cracking the Serv- 
ice Nut” chart on the line provided 
for that purpose. 

—Have the person in your or- 

ganization who maintains the 
daily sales summary (probably 
your bookkeeper or parts man) set 
up a “Spread Sheet” showing— 

Across the top of the sheet— 
the 24 labor operations included 
in the “Measuring Sticks’—and 
also a column headed “Number of 
Customer Repair Orders.” 


Down the left hand margin of 


sheet—the days of the month, 
number 1 to 31 inclusive. 
—Early each morning, have this 
person take all the Customer 
Repair Orders of the preceding 
day, and enter the labor opera- 
tions called for on each repair 
order in the respective columns of 
the “Spread Sheet.’ This means 
number of sales—not dollar sales.) 
And also enter the total number of 
such Repair Orders in the “Num- 
ber of Repair Orders” column. 


—After all of the Repair Orders 
have been entered on _ the 
“Spread Sheet’”—Have the total 
number of sales (not the dollar 
sales) of each of the labor opera- 
tions posted to the “Cracking the 
Service Nut” charts. 
1 —At the end of the month 
have this person add up the 
daily sales in order to secure the 
actual number of sales of each item 
for the month—then have these 
monthly figures placed on a “Per 
100 Repair Orders” basis, and 
have these latter figures posted to 
the management record form sent 
to all dealers in March—thus giv- 
ing a monthly record showing the 
trend of the sales of each labor 


tiveness, by labor operations, been| operation per 100 Repair Orders. 






































business—not 


each 

month set a Customer Labor 
Sales job for the month. Let’s as- 
it is $3,000 for the month 


“Sales 
Per Repair Order” job for the 
month. Let’s assume it is $5 per 


Customer Labor 
Sales job ($3,000) by the “Sales 
($5) to 
determine the number of Repair 
Orders you should write during 
In this case it would 


the month’s 
lubrications 


month—thus 


For example, if 


TOLEDO.—Tests made by Elec- 
tric Auto-Lite Co., under supervi- 
sion of American Automobile Assn., 
show that spark plug correction 
saves up to 12.28 percent on gaso- 
line, according to F. A. Nealon, 
sales manager of Auto-Lite’s mer- 
chandising division. 

Eighteen cars of various ages 
and makes were selected at random 
by personnel of the AAA Contest 
Board; the average age was less 
than two years old. First, each car 
was tested to determine its “as 
found” condition. For this pur- 
pose, a complete assembly of test- 
ing equipment, including a chassis 
dynamometer, was used and com- 
plete data recorded. 

Then, just the spark plugs were 
removed and compared with the 
Auto-Lite “Plug-Chek” Indicator 
and Data Book. Where the indi- 
cator showed the correct heat 
range was being used, the plugs 
were cleaned, regapped and re- 
installed. Incorrect heat range 
plugs and worn plugs, as_indi- 
cated by “Plug Chek,” were re- 
placed with new and correct plugs. 
The cars were then again subjected 
to a series of tests identical to the 
first and findings recorded an 
compared. Here are facts derived 
from the test results: 

1—Twelve of the 18 cars tested 
needed spark plug attention and of 
these 10 needed new plugs. 

2—Use of the “Plug Chek” Indi- 
cator and Data Book to diagnose 


Service 


(Continued from Page 1) 


dealer per month or about $6 per 
day—less than the “take” of one 
mechanic per dealer. This record 
covers the first week to 10-day 
period after gasoline rationing was 
put into operation, when all of 
these dealers’ service business 
practically went to nil. 

In April these 12 dealers did 
approximately $19,000 customer 
labor sales. In May they did ap- 
proximately $16,900, or approxi- 
mately $2,100 less for the month, 
divided among 12 average dealers. 

In direct support of this pre- 
liminary survey are the figures of 
one medium-sized dealer in Penn- 
sylvania whose service operation is 
considered about average for a 
dealer of his size. The following 
customer labor sales taken from 
his books show that he not only 
has held his own under gasoline 
rationing but his labor sales are 
still a little ahead of last year. 
The approximate volume of his 
customer labor sales by months 
is as follows: 


1941 1942 
Me wcesensinae $5,300 $9,000 
BEM. S65in5- a ame 5,600 8,000 
ME, Yisukaa yea 5,600 7,100 
BM. ie cen nos 7,600 8,500 
ME Sxiewnkeues 7,300 7,400 


Another phase of the automotive 
picture that should eonsiderably 
hearten the dealer or jobber, who 
has become confused and fearful 
due to the avalanche of loose talk 
on the rationing and tire system, 
is found in the cold black figures 
of tire-use research. 

Now on automotive vehicles in 
the hands of owners, plus new 
tires held in frozen stocks, are 
some 134,048,203 casings and 
123,527,791 tubes that are less than 
two years old. In this tremendous 
use stockpile are approximately 
64,703,000 casings and 58,622,000 
tubes that are less than one year 
old and have seen an average of 
less than 8,000 miles wear or have 
lost less than one quarter of their 
safe active life if properly cared 
for. Approximately 57,598,000 cas- 
ings and 53,122,000 tubes have had 
less than an average of 15,000 
miles wear, or still retain over 
two-thirds of their safe mileage 
if cared for. 


When one considers that the 
average replacement in normal 
times is only one and. one-third 
casings and tubes per year per car, 
it is easily seen that if owners can 
be made to take care of the rubber 
they now have on their automotive 
vehicles, we still have at least two 
full years of nearly normal use 
left in the tires of present vehicles. 


It takes a strong fish to swim against 
the current, and a good dealer to 
stay in business now! 


USED CARS—SERVICE 


Spark Plug Correction 
Saves 12% on Fuel 


and correct spark plug operation 
helped secure an average increase 
in economy of 6.2 percent on the 
12 cars. Fuel savings on these cars 
ranged from 2.2 percent to 12.28 
percent. This improvement in econ- 
omy was not accomplished at the 
expense of power, but on the con- 
‘trary, with an average increase of 
7.35 percent for the 12 cars. 

3—All but three of the 18 owners 
in pre-test statements reported 
their vehicles to be in satisfactory 
‘running condition and that no 
ispark plug or other work was 
needed; proving that motorists 
don’t realize their spark plugs are 
wasting gas. 

4—Spark Plug diagnosis with 
Auto-Lite’s “Plug-Chek” uncovered 
other parts and_ service work, 
bringing to $15.68 the average 
repairs required on each of the 
12 cars needing plug correction 
or replacement. 


Army Farming 
Out Service in 


Louisville Area 


LOUISVILLE.—A limited amount 
of automotive repair work for the 
Army is being “farmed out” to 
“eight or 10” Louisville and Eliza- 
bethtown service establishments, 
according to Maj. Glen Peterson, 
Fort Knox motor transport officer. 

The action follows a recent order 
by the Army Quartermaster pro- 
viding that work, which the Army 
is unable to do, be given to private 
garages. Involved, chiefly, are 
peeps and jeeps—not tanks. 

“When the order first came out 
we had to send about 150 motors 
to Detroit and Cincinnati for over- 
hauling,” said Maj. Peterson, “be- 
cause no shops here were large 
enough to handle them. It was a 

‘rush order. From now on out, 
however, I believe such work will 
be limited as we have fine facilities 
at the fort.” 

Most of the early work given 
garages here, he added “went to 
those who came in right then 
and asked for it. We didn’t have 
time to call firms and notify 
them.” 

The major said many garages 
“think they can do this work, but 
when they get it they find they 
can’t—it is impossible for them to 
get the parts. We furnish the parts 
as far as possible,” he added, “but 
in many cases we don’t have them 
and garages which do the work 
have to dig them up.” 


Parts Shipments 


Show Decrease 
NEW YORK. — According to 
manufacturers cooperating with 


Motor and Equipment Manufac- 
turers Assn., April shipments to 
wholesalers decreased in all divi- 
sions. 

Replacement parts shipments to 
wholesalers for April dropped to 
205 percent of the 1925 base as 
compared to 234 percent for March. 
In April, 1941, the index stood 
at 218 percent. 

Accessories shipments to whole- 
salers in April decreased to 130 per- 
cent of the base index. This com- 
pares with 141 percent in March 
and 132 percent in April, 1941. 

Service equipment shipments to 
wholesalers in April declined to 
198 percent of the base, which com- 
pares with 202 percent in March 
and 199 percent in April, 1941. 





New Weaver Alignment 


Manual Is Ready 

SPRINGFIELD, IIll.—A new 
Manual of Wheel Alignment, con- 
sisting of 12 separate booklets 
bound under one loose-leaf cover, 
is announced by the Weaver Mfg. 
Co. The book replaces the old 
Weaver Manual. 

The new book is_ specifically 
designed to be used in teaching 
wheel alignment and balance to 
both experienced and inexperienced 
mechanics. 


Bray to Air Corps 
MILWAUKEE.—John J. Bray for 
the past 18 years parts and service 
representative of the Ford Motor Co., 
has been appointed Air Corps inspector 

with head quarters in Milwaukee. 
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the 4th Dimension 


AISI’s Scrap Adv. 


U.S. Reassures Advertisers 
By Pete Wemhoff 


Campaign 

A $1,500,000 to a $2,000,000 adver- 
tising campaign on salvage, start- 
ing in July, was announced last 
week by Robert W. Wolcott, presi- 
dent of Lukens Steel Co., and 
chairman of the Scrap Committee 
of the American Iron & Steel 
Institute. 

Campaign, which is _ being 
organized by the Iron and Steel 
Industry, is educational in char- 
acter. It will present not only 
the vital need for scrap iron and 
steel for war production, but 
will deal also with rubber, non- 
ferrous metals, cooking fat, tin 
cans and other’ salvageable 
materials. 

McCann-Erickson, Inc., has been 
selected to handle the advertising 
campaign developed by Leo Bur- 
nett and a group of Chicago adver- 
tising agencies under the auspices 
of the Advertising Council. Bur- 
nett will continue to supervise the 
campaign through its initial stages. 

Advertising will run in news- 
papers, both dailies and small-town 
weeklies, magazines, radio, trade 
journals and farm papers, and will 
be synchronized with the govern- 
ment’s own information program 
to put the facts on salvage before 
the public. 


Reassuring 


Viewed as a reassurance to 
advertisers, Secretary of Trea- 
sury Morgenthau last week told 
@ congressional committee that 
the Treasury will adhere to its 
policy of regarding advertising 
expenditures as permissible de- 
ductions for tax purposes, so long 
as these expenditures “bear a 
reasonable relationship to the 
business activities in which the 
enterprise is engaged.” 

Morgenthau said he had no 
intention of excluding “institu- 
tional advertising in reasonable 
smounts or goodwill advertising 
calculated to influence the buy- 
ing habits of the public.” 


Big Scale 

Despite the fact that tires and 
tubes, which ordinarily constitute 
the bulk of its dealer and store 
sales, cannot be sold except to 
those relatively few car owners 
who are entitled to eligibility cer- 
tificates, Firestone Tire & Rubber 
Co. has launched big-scale news- 
paper advetrising in 3,200 papers. 


Postwar 


Creation of a ready cash market 
for automobiles and other postwar 
products should be sought by na- 
tional advertisers through copy 
aimed at stimulating the sale of 
war bonds, Charles C. Carr, adver- 
tising director of Aluminum Co. of 
America, told the seventh annual 
conference of the National Fed- 
eration of Sales Executives in 
New York. 

“One of the biggest advertising 
jobs American advertisers have 
today,” he said, “is to intelli- 
gently get at the task of build- 
ing up savings in the middle and 
lower income groups so they will 


WANT ADS 


Ten cents per word per inser- 
tion. Twenty-five cents per word 
for three insertions. 


WANT AD DEPARTMENT 
AvutomoTivs Nusws, Dsrroir 








COLLECTION METHOD 


AUTOMOTIVE COLLECTION SYS- 
TEM—Complete—(4) Notices, (3) 
Final Forms, ples, literature 
and testimonials sent REE. 

Guaranteed. rite today ... 

Mercantile Forms Company, 

&t., dence, R. I. 


Road toVICTORY 


Make the Mayfair your stop for 
pep-restoring sleep and a satisfying 
meal.—you'll push on towards 


2 Victory with renewed vigor @ © 
vor MMayfairs: tours 


Over 50% of all rooms $3.75 or less single 
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Campaign; On Cars, Truc 


((Continued 


From the standpoint of the 
dealers, therefore, it can be said 
that the decks are just about 
cleared for the making of loans in 
all communities. 

In addition to giving financial 
instructions, the RFC rules state in 
detail what the dealers must do to 
protect the cars and trucks phy- 
sically; in other words, service 
instructions. They are, of course, 
all designed to preserve the vehi- 
cles from _ deterioration. These 
rules will be carried in full in a 
subsequent issue of AUTOMOTIVE 
News. 

The RFC loans to dealers will 
be made at the rate of 4 percent, 
the going rate of RFC loans. 

The rules provide that a loan 
may be made to any dealer, a sub- 
stantial part of whose business 
consists of dealing in and servicing 
auntomobiles, provided he was 
regularly engaged in the business 
of offering for sale, as of June 1, 
1942, (a) light medium or heavy 
trucks or truck-tractors or trailers 
which were manufactured subse- 
quent to July 31, 1941, and either 
(1) have been driven less than 
1,000 miles or (2) irrespective of 
mileage driven, have not been 
transferred except to a_ sales 
agency for the purpose of resale, 


have money with which to buy 
after the war is over. That will 
be the answer to their urge for 
more and better goods and 
for jobs after we have won 
the peace.” 

“Buy Tomorrow Today With 
War Bonds!” was suggested by 
Carr as a copy theme which would 
“do more to increase savings for 
future spending than any single 
plan now being undertaken.” 

Referring to plans to sell auto- 
mobiles and other durable con- 
sumer goods now for postwar de. 
livery, Carr said: “Such concrete 
plans are motivated by the right 
principle but may not be entirely 
practical. People like to have 
freedom of choice when they buy 
and it is my belief that people 
will want to see the products of 
the new era and pick and choose 
among them as they always have 
before they place firm orders 
for anything. 

“I believe it.is a far better 
plan to use advertising today to 
stimulate savings which will be 
money in pocket when the war 
is over. On that day the saver 
will have the cash or the credit 
which will enable him to select 















How to Get RFC Loan 
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date of the note not more fre- 
quently than monthly, each in the 
amount of the increment and the 
security instrument or instruments 
obtained in connection with the 
loan shall be so drawn as to cover 
such additional disbursements and 
such steps should be taken by 
agency counsel at the time of each 
such additional disbursement as 
may be necessary to assure that 
the lien of the RFC on the vehicle 
or vehicles concerned secures such 
additional disbursement to the 
extent such is practicable and pos- 
sible under local law. No such 
additional disbursements should be 
made, however, until the RFC 
agency manager is satisfied that 
the vehicles held as collateral have 
been serviced in accordance with 
RFC rules. 


Insurance policies should be in 
effect covering the vehicle or 
vehicles offered as collateral in 
such amounts and executed in such 
form and by such insurance com- 
panies as are. satisfactory to 
agency manager, insuri such 
property against loss or damage 
by fire and theft. Borrower is not 
to be required to carry any other 
insurance in connection therewith. 

Upon disbursement, a_ sticker 
shall be affixed on each vehicle 


them for demonstration purposes 
or to enable borrower to sell the 
same. Such release should be 
effected by trust receipt or such 
other device as will protect the 
RFC’s lien on the vehicle, so far 
as this is possible until such time 
as the vehicle has been returned 
to the place of storage or has been 
sold and the appropriate amount 
of the proceeds of the loan has 
been delivered to the RFC. 


“It may also be necessary,” the 
instructions read, “in order to avoid 
deterioration of batteries contained 
in the vehicle or vehicles held as 
collaterial, to permit borrower to 
sell such batteries from time to 
time as borrower finds customers 
therefore, and agency manager is 
hereby authorized to effect the re- 
lease from the lien of this corpora- 
tion or any such battery or bat- 
teries, provided he receives either 
the proceeds of the sale (at a price 
satisfactory to him) of such bat- 
tery or batteries, or there are 
hypothecated as collateral for this 
corporation’s loan, new battery 
or batteries (preferably dry) of 
substantially the same quality.” 


For-Hire Racket Hits 
Va. Fuel Rationing 
RICHMOND, Va.— (UTPS) —A 
for-hire car racket to evade the 
restrictions of the gasoline-ration- 
ing regulations, is the latest thing 
in Virginia. For-hire cars get 
unlimited supplies of the fuel. 
Many motorists throughout the 


from the many things he will 
see advertised and on display.” 
Officers elected during the con- 
vention, which was attended by 
many representatives of the auto- 
motive and_ allied industries, 
included Harry G. Moock of 


Plymouth, who was named a 
vice-president. 
Leaves 


W. J. Mougey, advertising man- 
ager of Pontiac Motor division, has 
been granted a leave of absence to 
join the staff of 
Paul Garrett, 
vice-president 
and director of 
public relations 
of General Mo- 





tors Corp. 

He will return 
to Pontiac as 
advertising man- 
ager when his 
assignment is 
completed. Dur- 


W. J. Mougey 


ing his absence 
his duties will be 
assumed by B. B. Kimball, assast- 
ant advertising manager. 


Background 

Paul Munroe, now _ account 
executive for Buchanan & Co., Inc., 
on the Bendix Aviation Corp. ac- 
count, has_ directed nationally 
known radio shows in New York 
and Hollywood, and has served the 
agency as director of its radio 
department. 

Charles L. Funnell, assistant to 
Munroe has been in advertising 
agency work since 1927, having 
worked on aviation, gasoline, radio 
and chemical engineering accounts. 


Conference 

National Industrial Advertisers 
Assn. has advanced its annual 
convention date from September 
to a War Conference to be held 
June 29-30 and July 1 at the 
Traymore, Atlantic City. 

Main subjects to be discussed 
include talks by authorities on 
war production drives, salvage 
campaigns, training in industry, 
wartime advertising that counts, 
management organization, and 
postwar planning. 


Reelected 

D. C. (Bill) Murray has been re- 
elected president of Detroit Adcraft 
Club. F. Lee Johnston, first vice- 
president, and C. Leroy Austin, 
treasurer, also will remain in their 
present posts. 

Alfred H. McKeown has been 
elected second vice-president; Bud 
Schirmer secretary, and Harold M. 
Hastings reappointed secretary- 
manager. Robert J. Copeland, 
Volney Fowler and Owen F. Uridge 
were elected directors. 


Added 

General Motors has added 18 
stations of the Canadian Broad- 
casting Corp. to its network for 
the show, “Cheers From _ the 


Camps.” 


or (b) 1942 model passenger auto- 
mobiles (having a seating capacity 
of not more than 10 persons) irre- 
spective of the number of miles 
they may have been driven, or any 
other passenger automobiles which 
have been driven less than 1,000 
miles, including other body types, 
such as ambulances, hearses, sta- 
tion wagons and taxis built upon 
a standard or lengthened passenger 
car chassis. 

Loans shall be made only against 
such vehicles, but no loan shall be 
made against any such passenger 
automobile or commercial vehicle 
which is not in saleable condition 
or which has suffered substantial 
damage or deterioration as the 
result of negligence or lack of 
proper care. 

The initial disbursement of ac- 
count of the loan shall be in an 
amount not in excess of the net 
cost to the dealer of the vehicle or 
vehicles against which the loan is 
made, plus transportation charges 
and the cost of any installed radio, 
heater, or air conditioning unit (if 
such are not included in such net 
cost) and less the cost of battery 
and/or tires if the same are not in 
or on the vehicle or vehicles when 
tendered as collateral and were 
included in such net cost. 

Where a commercial vehicle or 
truck is assembled by purchase 
from more than one manufacturer 
or distributor, the aggregate of the 
net cost of the entire unit shall be 
deemed to be the dealer’s net cost. 


The transportation charges shall 


be the actual transportation cost 
to the place of business of the 
dealer (which cost shall be, in the 
opinion of agency manager, rea- 
sonable), but instances where rail- 
way freight is available, not in 
excess of the rail freight charges 
for the transportation of the vehi- 


cle from the factory at carload 
rates. 


In addition the initial disburse- 
ment may include a_ reasonable 
allowance for the payment of cost 
of storage, handling, servicing, in- 
surance, carrying charges and 
other expenses incurred in connec- 
tion with the care and preservation 


of the vehicle or vehicles against 


which the loan is made, such 
allowance to be $15 monthly or 1 
percent per month of the list price 
for the particular make and model 


of the vehicle involved, whichever 


is lower, for each monthly period 
from Jan. 1, 1942, or the date of 
receipt of the vehicle by the dealer, 
whichever is later, to the date of 
the first disbursement. 

The list price for new passenger 
cars is set upon the OPA price 
schedule, and, with respect to other 
vehicles, the net invoice cost (ex- 
clusive of transportation) originally 
paid to manufacturer or distribu- 
tor, plus 33% percent of the net 
invoice cost. 

The amount of such allowance 
for each monthly period is called 
the “increment.” Additional dis- 
bursements may be made from 
time to time up to the maturity 


held as security. 

It may be necessary from time to 
time to release to borrower for 
short periods of time particular 
vehicle or vehicles held as col- 


lateral so that borrower may use 


Old Dominion, and especially in 
the congested areas, are resorting 
to licensing their automobiles as 
“for-hire” vehicles in order to 
obtain X cards in the gasoline 
rationing program. 





STRATEGY.. 


FOR DEFEATING UNDERINFLATION 


To save tires from destruction by underinflation, it is 
necessary to quickly detect and repair the cause of slow 
leaks. First, seal all valves with air-tight Schrader Valve 
Caps, thereby eliminating tire valves as possible sources 
of trouble. Then if a tire loses air excessively, you know 
the leak is in the tube, because a valve sealed with an air- 
tight cap cannot leak! Thus you have conclusive evidence 
that a repair job is needed. After you have made the 
repair keep all tires properly inflated and all valves 
sealed with air-tight caps. 


Schrader 


Ot6.05.ear.o88 


VALVE CAPS 


ALWAYS REPLACE THEM 


All Standard Schrader Valve 
Caps are built with this 
doubly reinforced sealing 
unit. Guaranteed air-tight 
up to 250 lbs. pressure. 


- . AFTER INFLATION 


a 





A. SCHRADER’S SON, Division of Scovill Manufacturing Co., Inc., BROOKLYN, N. Y. 
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Nugent Shifted 


By William Ullman 
Washington Correspondent 


ASHINGTON.- 

The Washington 
Bureau of AuTo- 
MOTIVE NEWS 





feels quite re- 

lieved. For sev- 

eral months 

now, its _ staff 

_ has’ been~ ex- 

pending lots of 

time and energy in endeavoring to 


get the real inside lowdown on 
the rubber situation. 

The staff has talked to dozens 
of experts; has looked at scores 
of charts; has delved into files 
and out of them again. It has 
conferred with authorities in the 
government service and out. 

The net result of all this investi- 
gation has been to leave the Wash- 
ington staff in a state of complete 
confusion; approximately the same 
state in which the public as a 
whole has been finding itself. 

. 2 < 


The President 


Is, Too 

BUT NOW, as has been said, 
the Washington bureau is relieved. 
And those readers and motorists 
who also have reached a condition 
of complete dizziness with respect 
to the rubber situation, likewise 
should find some slight comfort in 
what happened last week. 

The President of the United 
States, it appears, also has been 
getting information from experts. 
He has been doing some investi- 
gating on his own hook. He has 
been looking at charts and 
statistics and files, and has been 
conferring with authorities. 

And, like the Washington Bureau 
of Automotive News, the country’s 
automobile dealers and manufac- 
turers, and John Q. Public, Mr. 
Roosevelt has admitted, frankly 
and openly, that he is completely 
confused by what he has seen, 
heard and read about the rubber 
situation. 

om a + 

For months our staff here has 
been reporting, rather plaintively, 
that the experts don’t agree. With 
equal plaintiveness, the President 
of the United States said the same 
thing last week. 

No matter how you approach 
it, and no matter who approaches 
it, it has been impossible to get a 
coherent picture of just exactly 
where this country stands insofar 
as rubber supplies, potential and 
actual, are concerned. 

That has seemed incredible in a 
land so given to the collection of 
statistics, so addicted to the mak- 
ing of surveys, as ours. 


Our Hat Goes 


Into the Air 

YET THAT is just how it has 
been these last several months, and 
is today. And you have confirma- 
tion of it from the lips of Franklin 
Delano Roosevelt, who has been 
trying to get an analysis that will 
stand up and finds he just can’t 

do it. 

Can you blame the Washing- 
ton staff of Automotive News for 
throwing its collective hat in the 
air (even on such a dour occa- 
sion) and feeling just as though 


at long last the doctor had 
been admitted to the booby 
hatch along with the rest of 


the patients? 


The President's plan for a scrap | 


rubber collection drive will, of 
course, meet with wide approval 
and should have complete coopera- 
tion. That it will get both is not 
questioned here. Certainly it 
should bring out a vast quantity of 
usable material which may stave 
off nationwide gasoline rationing. 
* * a 


Fuel Rationing 


Brings Storm 

THE WHITE HOUSE and Con- 
gress have felt the tremendous 
reaction against the imposition of 
gasoline rationing in those states 
where no fuel shortage exists. In 
point of fact, no federal restriction, 
actual or projected, has raised such 
a storm of protest as this. 

And there is reason for the 
protest, of course. To impose 
gasoline rationing in those states 


Automotive Washington 


Serap-Rubber Drive Deserves Full Cooperation; 
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Now and Then... 


to His Specialty 
| where an ample supply of gaso- 
line exists simply as a_ rubber- 
saving measure, is an unsound 
approach to the problem; an 
approach which goes against the 
American grain. Washington 
has found that out and at this 
writing there is every indication 
that a shift in planned policy is 
under way. Earlier, nationwide 
gasoline rationing appeared cer- 
tain. Now it appears equally 
likely that the step is going to be 
postponed, at least until after the 
scrap rubber drive has _ been 
completed. 


* * 


Larson Vice 
Nugent 

ALTHOUGH AN official an- 
nouncement had not been made at 
the time this column was being 
written, it is learned on excellent 
authority that Dr. Rolf Nugent is 
being succeeded by Hubert G. Lar- 
son as chief of the automobile 
| rationing section of OPA. Larson, 
one-time Brooklyn (N. Y.) Oldsmo- 
bile distributor and a_ veteran 
General Motors investment execu- 
tive, has been working in close 
association with Nugent as assist- 
ant chief and prior to that was 
chief of OPA’s used car and dealer 
relations unit. Nugent will become 
chief of a special planning section 
of the OPA consumer division. 

Story behind the shift is simply 
this: Nugent is primarily a con- 
sumer credit man. That’s his 
specialty. OPA top officials 
consider that the automobile ra- 
tioning situation now has pretty 
well jelled. Policies have been 
established, procedures set up, 
amendments made. Rationing is 
running along fairly smoothly. 
From here on in, these officials 
believe, automobile rationing be- 
comes largely a matter of admin- 
istration. Nugent therefore goes 
on to the policy-making special 
planning section. Larson, a man 
with long automotive  back- 
ground, and experienced admin- 
istrator, takes over the running 
of the machine. 

So far as can be ascertained now, 
no other’ important personnel 
changes are in the making. At 
any rate, Cyrus McCormick re- 
mains as chief of the automobile 
and truck price section of OPA. 
All those who regularly come in 
contact with Hubert Larson, and 
that includes NADA leaders, find 
satisfaction in his promotion. He 
is most sympathetic with dealer 
problems, and talks the language. 

* * * 








| Turning Out 


Car Mechanics 

NATIONAL YOUTH Adminis- 
tration has come in for a lot of 
panning, a good deal of it not 
justified when the facts are ex- 
amined. Of special interest is the 
fact, dug out of a recent report by 
Henry C. Iler, NYA labor relations 
director, that more than _ 5,000 
American boys and girls are re- 
ceiving training in automotive re- 
pair and mechanical work. NYA 
now is 100 percent on a war basis, 
but it has recognized the impor- 
tance of maintaining adequate 
transport and the need of trained 
workers to make that possible. 

The 5,000 NYA boys and girls 
now taking up automotive work 
will soon be ready to replace men 
called into the armed services, 
for NYA training nowadays has 
been speeded up to the point 
where the workshops turn out 
recruits for industry every 


three months. 
+ + a 


Strikes Involve 


More Workers 

AN INTENSELY interesting re- 
port has just been made by the 
Bureau of Labor Statistics on the 
strike situation in 1941. It reveals 
that during the past year about 
2,360,000 workers were involved in 
4,288 strikes. Total man-days of 
idleness resulting from these stop- 
pages is estimated at _ slightly 
more than 23,000,000. However, the 
idleness resulting from _ strikes 
amounted to less than one-third of 
one percent of the total time 
worked by American wage-earners 
last year. In other words, for 
every day of idleness due to labor 











ERNEST R. BREECH 
(No. 32 in this series) 





IT WAS the late Walter P. Chrysler who told the son of a friend 
(who came to the founder of the Chrysler Corp. for advice as to how 


to get his start in business life) to become an accountant. 


“Young 


accountants are sent around by their firms to audit the books of 
companies everywhere,” he said in his biography, “Life of An American 
Workman” as published in the Saturday Evening Post, written by 


Boyden Sparkes. 


“They often get a chance to go to work for the 


companies whose books they have audited?” Mr. Chrysler advised, 
having in mind B. E. Hutchinson,, treasurer of his corporation, who 
started this same way. ... So did Marvin Coyle, who now is president 


of Chevrolet. 


So did Ernest R. Breech, new president of Bendix Corp. 


Quick on the trigger with his lead pencil, young Breech, after three 
or four years getting started in accountancy, met up with Irving 
Babcock, now president of General Motors Truck, and it was Babcock 


who got the present head of the 
business. 


Bendix Corp. into the automobile 


That was in 1923 when Babcock was with Yellow Cab in 
Chicago, which was founded by John D. Hertz. . . 


. Babcock landed 


Breech with Yellow Cab, and Breech and his lead pencil made good 
at once, so good in fact that two years later he was made general 
assistant treasurer of General Motors Corp. 


In GM he continued to climb until 1933 he switched to aviation 
to become chairman of the board and president of North American 
Aviation, Inc., and president of General Aviation Mfg. Corp. From 
1931 to 1934 he was a director of Transcontinental 4 Western Airlines, 


Inc., and Western Air Express. . 


assistant to Vice-President John L. 


. In January, 1935, he was made 
Pratt of General Motors, at which 


time he resigned as president but remained as chairman of North 
American Aviation. ... In 1936 he became group executive of Household 
Appliance and Aviation for General Motors, was elected a vice-president 
of General Motors and member of the Administration Committee in 
May, 1939. This spring he was named president of Bendix Aviation... . 
Illustrated above: Left, Ernest Breech today. Right, as he looked in 
1923 when he was controller of Yellow Cab in Chicago. 





disputes there were 300 days of 
work performed. 


The report reveals that the 
worst strike year since 1927 was 
1937 (need we remind the auto- 
motive industry!) when there 
were 4,740 strikes involving 
1,860,600 workers and producing 
28,424,900 man-days of idleness. 
But in 1927, when there were 
26,218,600 man-days of idleness 
(the second largest total) there 
were only 707 individual strikes. 
More workers were involved in 
1941’s_ strikes than in those of 
any other year covered by the 
survey. 

Approximately 17 percent of all 
workers involved in strikes last 
year and 10 percent of the total 
man-days of idleness were re- 
corded in the transportation equip- 
ment manufacturing industries— 
including automobiles, aircraft and 
shipbuilding. 


42% of Strikes 


Held Successful 

VIRTUALLY HALF of all the 
strikes ending in 1941 were con- 
cerned primarily with union or- 
ganization problems (with industry 
and the public the goat) including 
such issues as recognition of the 
union, discrimination against the 
union—and the closed shop. 

Here’s the record on a settle- 
ment basis: In about 15 percent 
of the cases the strike resulted 
in little or no gain for the work- 
ers. In 36 percent of the strikes 
compromises were effected. And 
in 42 percent the strikes were, 
in the language of the report, 
“substantially successful from 
the workers’ point of view.” 

The report is silent upon such 
little matters as racketeering, ex- 
orbitant union dues, strikes called 
by leaders with criminal records, 
and the number of pieces of vital 
military equipment delayed by 
jurisdictional disputes, winding up 
in strikes, involved in internecine 
labor quarrels last year. 

On the latter score the record 
admittedly has improved since 
Pearl Harbor. And why not! 





X-Ray is Used 
To Evaluate 
Rubber Plants 


YUMA, Ariz. — United States 
Rubber Co. has leased an experi- 
mental plantation for the culture 
of rubber-yielding plants near here 
and is now establishing a field 
laboratory in which scientists will 
determine by X-ray the rubber 
value of the plants. 

“We started our search for addi- 
tional domestic sources of rubber 
many months ago by reviewing the 
complete work of Thomas A. Edi- 
son on this subject, checking his 
original notes on more than 17,000 
North American plants,” said Dr. 
John McGavack, in charge of the 
company’s wild rubber research. 
“Already we have studied thou- 
sands of plants and have de- 
termined by X-ray whether the 
juices could be converted into 
useful rubber. 

“By useful rubber we mean rub- 
ber which may be vulcanized and 
used in products. There are, for 
instance, plants such as milkweed 
which contain a rubber-like sub- 
stance, and which exist in substan- 
tial quantities. However, milkweed 
rubber is not useful because the 
vulcanized product has poor prop- 
erties. This fact is clearly revealed 
by an X-ray examination. 

“Our study to date has revealed 
a number of plants which contain 
good rubber and which show 
promise for future development. 
Two of the most promising are the 
Forsteronia Floribunda, a plant 
native to Central America, and the 
Cryptostegia Grandiflora, now 
grown in Florida, California and 
Arizona. Both plants show an 
X-ray pattern quite similar to a 
good quality of Hevea rubber, the 
kind grown on the plantations of 
the Far East and used in most 
all our rubber products. Both of 
these plants will yield annual crops 
of rubber.” 


“Worth its weight in gold!’’"— 
Dealers say about Automotive News. 






ODT Regulations 


i'To Control Fuel 


Ration of Trucks 


WASHINGTON.—Regulations of 
the Office of Defense Transpor- 
tation will control the amount 
of rations to be issued trucks, 
buses and government-operated 
cars under the new coupon plan 
for gasoline rationing which the 
Office of Price Administration will 
put into effect on the East Coast 
next month. 

The rationing plan, itself, will 
not restrict operations of these 
vehicles, OPA announced, but they 
will not receive more gasoline than 
will be required for carrying out 
the operations permitted by ODT. 


Trucks, buses and certain pas- 
senger car types operated for com- 
mercial or governmental purposes, 
will apply for “S’” coupon books. 
These applications will be filed 
with a local rationing board, or if 
the vehicle is operated under an 
Interstate Commerce Commission 
license, at a local office of the 
ODT. The applications will re- 
quire specific information on mile- 
age requirements for a period of 
three months. All claims for mile- 
age set out in this application must 
be strictly in accordance with the 
ODT regulations. 


The “S” category, OPA ex- 
plained, will include the following 
types of passenger cars: (1) taxis, 
jitneys and cars for hire; (2) cars 
owned by federal, state, local or 
foreign governments; (3) cars held 
by dealers for resale. 


1,975 Trucks 
Are Released 


WASHINGTON.— War Production 
Board announces that during the 
week ended June 6, it released 
1,975 trucks, 215 truck trailers and 
161 miscellaneous’ vehicles for 
civilian use and to holders of 
Government Exemption Permits. 

During the week, 345 light, 796 
medium and 125 heavy trucks, 197 
trailers and 53 miscellaneous ve- 
hicles were rationed to civilian 


users. Holders of government ex- 
emption permits, which include 
exports by private’ individuals, 


received 264 light, 301 medium, and 
144 heavy trucks, 18 trailers and 
108 miscellaneous vehicles, which 
covers station wagons, ambulances 
and hearses. 


Since the rationing program be- 
gan March 9, WPB’s Automotive 
branch has authorized the release 
of 15,999 trucks of all kinds, 2,381 
trailers and 179 miscellaneous 
vehicles to civilians, while GEP 
holders have received 18,048 trucks 
of all kinds, 840 trailers, and 2,48% 
miscellaneous vehicles. Since the 
start of the program, a total of 
39,935 vehicles of all types have 
been rationed to civilian and 
GEP users. 


Three Men Are Added 
To ODT’s Staff 


DETROIT.—Three appointments 
to the staff of the Office of Defense 
Transportation are announced by 
Joseph B. Eastman, director. 

C. M. Sears jr., of Providence, 
former president of the Short Line, 
Inc., interstate bus system, has 
been named associate director of 
the Division of Transport Conser- 
vation. 

Charles F. Kellers, of New York 
City, former president of the New 
Haven Towing Co., has assumed 
duties as associate director of the 
Division of Coastwise and Inter- 
coastal Transport. 


F. L. Thompson, of Chicago, 


until recently vice-president in 
charge of engineering on the 
Illinois Central Railroad, was 


named consultant on rail mainte- 
nance in the Division of Railway 
Transport. 


Ferguson-Sherman Firm 


Changes Its Name 


DEARBORN. — Stockholders of 
Ferguson-Sherman Mfg. Corp. have 
changed the name of the company 
to Harry Ferguson, Inc. 


The following officers were re- 
elected: Harry Ferguson, presi- 
dent; Roger M. Kyes, executive 
vice-president and general man- 
ager; and Horace D’Angelo, secre- 
tary and treasurer. 
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(Continued from Page 1) 


engine and overhaul and repairmen 
for the AAF. The school, which 
will have several hundred students 
by midsummer, is for the training 
of enlisted personnel and will be 
in operation for the duration. 

* * * 


ASSISTED by Otis L. Waller, 
Buick western sales manager, and 
C. C. Edmonds, central regional 
manager, Hufstader has recruited 
the services of 30 key field men 
formerly in charge of factory serv- 
ice schools who themselves have 
undergone intensive training in 
aircraft engine mechanics. The 
school is now in full operation with 
new groups of students arriving 
weekly for enrollment in the 
course. 

* * * 

WHILE TRAINING Air Force 
mechanics is serious and important 
business and is destined to grow 
into a major activity at the Buick 
plant in Flint, it has not relieved 
Salesmanager Hufstader of the 
duties that have been his for the 
past 11 years—directing the activi- 
ties of the far-flung Buick dealer 
organization. 

And in times like these, those 
responsibilities assume greater im- 
portance than when dealers were 
selling up to 375,000 cars annually 
because, according to him, the 
same fundamental objectives obtain 
today that have obtained through- 
out his tenure. They are the 
maintenance of a sound organiza- 
tion that is sufficiently large to 


handle Buick’s large peacetime 
volume, but not so large as to 
suffer from_ restricted volume 


caused by the war, or adverse 
economic situation. Buick’s whole 


AC’s Gun Output 
Sets Record 


FLINT.—AIll records for produc- 
tion of Browning machine guns by 
the AC Spark Plug division of 
General Motors were smashed in 
May, it is announced by George 
Mann jjr., general manager of 
the division. 

“Machine gun manufacture at 
AC was started in April, 1941, and 
in May, the 14th month of this 
production, AC went 93 percent 
over its original schedule for that 
month,” Mann revealed. ‘“Further- 
more, this figure is 16 percent 
greater than in April, the previous 
month. 

“While exact production figures 
cannot be revealed, it is interesting 
to note that AC is turning out 
more machine guns in one day now 
than it did in one month in the 
early stages of production,” he 
stated. 





°4.1 Gasoline Consumption 
Up 11 Percent 


NEW YORK.—Motorists and 
other users consumed 11 percent 
more gasoline in 1941 than in 1940, 
with increased consumption re- 
corded in every state, a compila- 
tion by the American Petroleum 
Institute reveals. 


Alabama, Texas, and Virginia 
reported the largest consumption 
gains, but one-third of the states 
showed increases of more than 15 
percent. New York, with a gain 
of 4.4 percent, was the only state 
which had less than a 5 percent 
consumption increase. Total 1941 
consumption amounted to 26,874,- 
821,000 gallons. Revised figures for 
1940 show consumption of 24,125,- 
627,000 gallons in that year. 


Goodyear Is Honored 


For Lifeguard Tube 


PHILADELPHIA.—For its work 
in developing the Lifeguard safety 
tube for automobiles, Goodyear 
Tire & Rubber Co. has received a 
certificate of merit from Franklin 
Institute in Philadelphia. 

Dr. Henry Butler Allen, president 
of the institute, presented the cer- 
tificate to Paul W. Litchfield, chair- 
man of Goodyear’s board of di- 
rectors, during observance of the 
institute’s annual Medal Day. 





It costs you about a penny-a-day to 
keep abreast of the 
better renew Ww 


automotive news— 
' 





manufacturing and dealer program 
over the past nine years of general 
management of President Harlow 
Curtice has been aimed at provid- 
ing dealers sound and profitable 
operations in good years and en- 
abling them to withstand the 
lean ones. 
S 8+ 

CONTINUING talking the auto- 
mobile language, Hufstader told 
me that Pearl Harbor brought 
about a readjustment of his field 
staff, but since that disaster it has 
remained intact and today is de- 
voting its efforts to contacting the 
dealer body. Right now the factory 
is in very close contact with its 
dealers—there are 2,800 of them— 
and each is contacted at least once 
a month by a field representative. 
Emphasis is placed on operating 
under current conditions as con- 
sistently as possible, and exercising 
careful control of expenses and 
narrowing the ratio between fixed 
expenses and gross. It is estimated 
that 80 percent of these dealers 
has been in conferences’. with 
regional or assistant sales man- 
agers at least three times since 
last fall. Thisaway Hufstader 
keeps his finger on the dealer pulse. 

* * * 

HAS IT PAID?  Hufstader’s 
famous “little black book” shows 
that 82.3 percent of the dealers 
made a profit in the year to date 
through April, due to sound opera- 
tions on used cars, a_ reduced 
volume on new car sales and a 
substantial increase on service in- 
come. While fixed expenses were 
reduced by 33 percent, there was a 
25 percent increase in_ service 
volume. There was likewise a 
parts volume increase of 30 per- 
cent. In these activities Hufstader 
gives credit to the factory’s Con- 
serve Your Car program for the 
increase in parts and_ service 
business. 

+ * * 

THE BLACK BOOK shows that 
CYC also is entitled to credit for 
the fact that the average repair 
order is going up in amount, show- 
ing there is gold in them thar hills 
if the dealer digs for it. 

Since the first of the year there 
has been a noticeable pickup in 
service work. Through this last 
April the records which I looked 
at (I didn’t have to take anyone’s 
word for it) show that service 
sales for repair orders have in- 
creased 50 percent in ’42 over the 
average for the past five years. 
In 1941 dealers covered 60 percent 
of their fixed expenses with serv- 
ice income; now that percentage 
has been boosted to 90. 


* * * 


EEDBOX information had _ it 
that the Ford Motor Co. was 
dickering with Steve Hannagan 
and Joe Copps to take over pub- 
licity at Dearborn, and last week 
Edsel Ford confirmed it. So Steve 
takes over as public relations coun- 
sel and his fides Achetes, Joe, will 
conduct the publicity output from 
the banks of the River Rouge. 
This appointment will be re- 
ceived with great acclaim by those 
who write for the newspapers and 
the magazines, for in Hannagan 


and Copps the Ford company 
has a combination that will be 
outstanding in the automotive 
industry. 


Famed for having “made” Miami 
Beach and Sun Valley through his 
publicity efforts, Hannagan after 
all is an automobile man in his 
training. In a nutshell, his dossier 
shows him starting his newspaper 
career at the early age of 15 when 
he was city editor of the Lafayette 
Journal, an Indiana _ publication. 
He migrated to the near-by city of 
Indianapolis and joined the staff 
of the Indianapolis Star. From 
there he jumped to the Russell 
Seeds agency, which was handling 
the Marmon account. Then he was 
advertising manager of Stutz, still 
just a kid. Nuts over racing, it 
was but natural that he should 
accept Carl Fisher's offer to handle 
publicity when the Indianapolis 
Speedway resumed operations in 
1919, following the suspension of 
the 500-mile race during the war. 
He’s held that job ever since—he 
and Joe Copps, erstwhile Indian- 
apolis Speedway press agent and 
who’s in Steve's firm. 


TOM CONNOLLY, CBS director 
Jess Blackmore and Kenneth Youel 


department, 
“Cheers from the Camps,’’ 
network—114 stations. 


Oil Committee 


Named by WPB 


WASHINGTON. Donald M. 
Nelson, chairman of the War 
Production Board, last week an- 
nounced appointment of a special 
committee to consider the status 
of petroleum supplies in the East 
Coast region. Wayne Johnson, 
special advisor to Nelson on petro- 
leum matters, is chairman of the 
new committee. 

The committee will also consult 
with the Maritime Commission and 
with the Office of the Petroelum 
Coordinator in regard to recent 
pipeline recommendations made by 
the Petroleum Coordinator's office. 

Members of the committee are: 
Jesse Jones, federal loan admin- 
istrator; Gen. W. B. Pyron, repre- 
senting the Secretary of the War; 
Comm. W. M. Callaghan, represent- 
ing the Secretary of the Navy; 
Isidor Lubin, representing Harry 


which 








This Diamond T Truck is equipped 
with the fan shown in this adver- 
tisement. Timken Bearings are also 
used in this truck’s front wheels, 
rear wheels, pinion shafts, cross 
shafts, propeller shaft, steering gear 
and pivot. 


seat 





— 


discussing plans for the promotion of the 





of program promotion, 


pictured with 
» Of General Motors’ 


public relations 
new GM show, 
9 the largest CBS 


started June on 


L. Hopkins; Charles Rayner, repre- 
senting Vice-President Henry A. 


Wallace; A. R. Glancey, repre- 
senting Lieut. Gen. William S. 
Knudsen, and Glennon’ Glibey, 


representing Price Administrator 
Leon Henderson. 


Officers Are Elected 


By Perfect Circle 


HAGERTOWN, Ind. — Perfect 
Circle Co. has elected Lothair 
Teetor, president and chairman of 
the board; Ralph R. Teetor, vice- 
president; Leslie B. Davis, secre- 
tary-treasurer, and C. Ray Tettor, 
assistant secretary-treasurer. 

Board of directors consists of 
Lothair Teetor, Ralph R. Teetor, 
Macy O. Teetor, Don H. Teetor, 
Herman Teetor, Dan C. Teetor, 
W. B. Hartley and George H. 
Keagy. 





It takes a stron 


fish to swim against 
the current, an 


a good dealer to 


stay in business now! 


TIMKEN 


TRADE-MARK REG. U. &. PAT. OFF. 


TAPERED ROLLER BEARINGS 





__" Cleveland. 


‘Steel Output 


Near Record 
e 

During May 
| NEW YORK. American Iron 
'and Steel Institute reports produc- 
tion of steel in May totaled 7,386,890 
| tons of ingots and castings, within 
a fraction of 1 percent of the peak 
output of 7,392,911 tons in March. 

The total was 5 percent higher 
than in May, 1941, when 7,044,565 
tons were produced. 

Operations during May averaged 
98.2 percent of capacity, against 
97.7 percent in April and 98.5 per- 


cent of a small capacity’ in 
May, 1941. 


Pay Raise 





Raise Asked 
By Chrysler UAW 


DETROIT.—Demand for a $1-a- 
day wage increase was filed last 
week by UAW-CIO with the Chrys- 
ler Corp. 

Negotiations for the pay raise 
and for several other contractual 
changes asked by the union, began 
Friday in the office of Robert H. 
Conder, personnel manager of the 
Chrysler Corp. 

Already in the process of nego- 
tiation are the union’s demand for 
a $1 raise from the General Mo- 
tors Corp., and Ford Motor Co. 
Ford negotiations resumed Thurs- 
day, and the GM dispute is being 


argued before the War Labor 
Board in Washington. 

Parramore Named 
CLEVELAND.—Thomas H. Parra- 





more, long associated with White 
Motor Co., has been named _ service 
manager in charge of the Federal 


division for the duration of the war. 
In this position he will be responsible 
for procuring parts and distributin 
| them to all divisions of the Unite 
| States Government. His office will be 
located in the White Motor building in 





Timken Bearing Equipped Fan 
built by the Schwitzer-Cummins 
Company. 


A familar face and a firendyy hand” 


DEALER: Well, Jim, thanks again for your rial and direct mail folders on ‘SMore DEALER: And we'll be glad to see him 


usual helpful ideas and suggestions. Be- Mileage Service?” again. Your business merchandising 


man was here last week—helped me a 
lot. You fellows can’t come around too 
often to suit me. 


lieve me, they’re welcome. And—it helps DEALER: I like them. They’re timed 
in times like these to see a familiar face right and doing a real job in boosting 
so often and to know the Studebaker my service volume. 


factory hasn’t forgott 
ne ene ape DISTRICT MAN: That’s fine. Service DISTRICT MAN: Thanks, Bill. I'll see 


DISTRICT MAN: Thanks, Bill, I’m glad volume is especially important these you again in a week or so—in the 
I can be helpful. Actually, though, the days. And speaking of service, our fac- meantime, if I Jearn anything new you 
ideas I leave with you come from other tory service man will be here next week can use to advantage, I’ll shoot it 
dealers like yourself. Our factory sales for another Service Club meeting. along. 
staff just keeps gathering them and 
passing them along. 


DEALER: It’s more than ideas, Jim. I’m ———$= rer ) 


not overlooking the fine material the fac- | bi LY, t, ° @ A, Vf Lhe ‘ 


tory sends me. It’s up-to-the-minute— 

all good stuff—and especially helpful 1852 +1942 
under today’s conditions. Take the tire a ee 
economy poster and the Rationing Plan ai fam, 


Sales Kit for example —they’re swell. : ' y 
STUDEBAKER IS PROUD OF ITS ASSIGNMENTS “’ 


DISTRICT MAN: By the way, what do 
THE ARMING OF OUR UNITED STATES 


you think of the new window trim mate- IN 





